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‘Thread the years, the WEATHER-BIRD 
and PETERS DIAMOND BRAND trade marks have been synonymous with 
Fit and Quality. Always important, today Fit and Quality are indispensable... 
and WEATHER-BIRD and DIAMOND BRAND SHOES continue to be the 


value-buy in children’s footwear. 


WEATHER-BIRD 


and &Setexs CQiamond Brand 
SHOES FOR BOYS AND GIRLS 


PETERS SHOE COMPANY © BRANCH:INTERNATIONAL SHOE CO. © SAINT LOUIS 
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On the sands of Africa and in the 
swamplands of Guadalcanal, you'll 
find the footprints of America’s armed 
forces. They’re the stamp of our fight- 
ing men, remaking a world that needs 
it badly. Only men like ours can do 
it . . . the best equipped troops in 
the world. 

Panther-Panco is devoting much of its 
skill, knowledge and facilities to these 
men in the soles and heels it is supply- 


* PANTHER -PANCO RUBBER CO. x 


AMERICA’S LARGEST MANUFACTURERS 


CHELSEA, MASS. 


ing to them. At the same time, it is 
learning much about rubber that has 
never been known before . . . for, in 
the theatres of war, in every climate 
and under every condition, rubber is 
being subjected to the severest tests 
in history. 

From these findings, Panther-Panco 
is building its products of the fu- 
ture, which then as now will be the 
finest made. 


OF RUBBER SOLES AND HEELS 
STOUGHTON, MASS. 
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two, three days after shoe rationing, every retail advertising 
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manager, display man or copywriter discovered a new pass- 
word to sales, and capitalized on “QUALITY”. 
= 
Newspaper ads smashed out the message . . . mostly all the 
same idea. “Quality is the Best Buy because Quality is So 
Practical”. . . and that is where Peacock came into its own. 
* 


Some ads were just simple layouts reproducing famous 
quality names or trademarks . . . others, mostly copy, dwelt 
on “Quality is So Lasting”. In either case the Peacock name 
or brand was prominent . . . and liberally used. 

2 
The merchants who listened when we talked “Peacock 
Quality” to them are now using it as a “buy-word” in their 


retail advertising. 








PEACSCK SHOES ++ BOYD-WELSH, INC. ++ SAINT LOUIS 
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Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more ... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


FIT for ACTION 


These are the determining influences 


in a woman’s war-time choice of shoes... 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 
widths because they are made 


over United Lasts. 


UNITED LAST COMPANY 
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VEN during the Revolutionary War, members of the Keith 

family were making shoes for America’s fighting men. 
And, in every war since, they have provided footwear to ease 
the long, tough miles for millions of marching feet. 


Today our factories, men’s and women’s, are going full blast 
—turning out shoes for the expanding armed forces, and, at the 
same time, trying to satisfy all the other ever-growing demands 
for Walk-Over Quality, Fit and Comfort. Geo. E. Keith Com- 
pany, Brockton, Mass. 
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Cold Climate Boot 








Combat Boot 


May |, 1943 














CELASTIC 
Preserves the Classic 
Beauty of Closed-Toe 
Styles that Conform 
to Regulations 
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Utility is the key word in war time civilian life. 
CELASTIC is a utility — part of shoemaking efficiency as 
well as toe shape-maker — playing a part during the entire 
life of the shoe. 

CELASTIC is also a controlling element in preserving the 
wear-life of useful shoes ... a toe that holds its own through 
every exacting use. 

CELASTIC box toe methods make possible a union of 
materials under the toe tip, that gives greater strength and 
durability to closed-toe shoes. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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RATION FREE! 


the All-around Utility 
Slipper of 


the hour 
* 


At 
$ 2:00 
PER PAIR 


IN 36 PAIR 
CASE LOTS 
ONLY 










THE THE 
CAVALIER FAUST 
Slipper Slipper 





A Combination Casual Stitchdown 
Slipper for Work, Rest and Comfort 


Requiring 


NO COUPON 


* * * 


Made of BLACK VICI-KID Only « + 





Full Lining ... Genuine Leather Sole 
* * 
IN SIZES 6 to 11—7 to 12... E WIDTH 
* * 





$@.00 : 
at 2 pret prate 
WELL-BUILT SHOE MFG. COMPANY 


MILFORD, MASS. 


BUY BONDS... BUY BONDS...BUY BONDS...BUY BONDS... 
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@ It’s rather tough explaining the situa- 
tion on rubber-soled canvas shoes to 
your customers— but we’re doing every- 
thing we can to make it easier. 


We’re telling millions of Americans 
—men, women, fathers, mothers, boys, 
and girls—that the rubber NOT being 
used to manufacture millions of pairs 
of rubber-soled canvas shoes this year 
is now being turned into tons of life 
vests, life rafts, bullet-proof gas tanks, 
and other life saving equipment here 
at Hood and B. F. Goodrich. 





That’s the story told in these adver- 
tisements as they appear in national 
magazines throughout this spring sea- 
son. Giving the public the “facts,”’ we 
believe, will help you explain the reason 
“why.” We are asking your customers 

to understand and 
we believe they will. 


Hood Rubber Co. FOOTWEAR FACTORY, 


A DIVISION OF WATERTOWN 
’ 
MASSACHUSETTS 


FIRST IN RUBBER 
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FLORSHEIM SHOES 


Designed and Bull Cafrressty fer Military Wear 











Florsheim Shoes today are serving a great and growing 


number of America’s fighti _ se2, and in 
Mest Siyles eric ghting men—on land, on sez, an 


TO RETAIL AT SY) 50 ont S/ the air.With shoe quantity rationed it is only natural for men 


who must have the best to prefer the quality that for over 





50 years has been America’s standard of fine shoe value. 


THE FLORSHEIM SHOE COMPANY ¢ Manufacturers * CHICAGO ¢ Makers of Fine Shoes for Men and Women 
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When one of our boys recently left Vulcan for their last requirements. 
for Service, he said: “Take good care of Under present conditions, we cannot 
my customers while I am away, give 
them quality and service, while I serve 


Uncle Sam.” 


make personal contacts as frequently 
as we desire —because some of our 
boys are in the Service and because of 

Style, Quality and Service have always travel restrictions—but our customers 
been and will con- know they can con- 


tinue to be our . u 
ue to be o watch VULCAN CORPORATION tinue to depend pon 
word—that is why our manufacturing 
; PORTSMOUTH gees 
each year more shoe organization for 
OHIO 


manufacturers turn to Quality and Service. 
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PRENTISS M. BROWN, OPA Ad- 
ministrator, discusses the problems 
of rationng and price control in the 
May issue of The American Maga- 
zine, and says: 

“We may as well settle one thing 
clearly at the outset. There is not 
the slightest possibility of any gen- 
eral relaxation of rationing or price 
control in the visible future, and 
there is no probability that either 
of them can be eliminated immedi- 
ately after the war. I don’t enjoy 
saying this, and I don’t enjoy think- 
ing about it. 

“Shoes were rationed primarily 
because the Army and Navy cut 
deeply into existing supplies to 
build up necessarily large reserves. 
Nobody can object to that. 

“It is easy to understand why the 






RATIONING 
FOR THE DURATION 


~~ AFTER 











armed forces need more shoes than 
the same number of men would 
need in civilian life. They wear 
them out faster, for one thing, and 
because that is true stocks must be 
built up and maintained at supply 
depots all around the world, wher- 
ever our men are stationed, with 
enough sizes and quantities in each 
depot to meet any conceivable de- 
mand. We can’t expect our soldiers 
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to sit down and wait while new 
shoes are shipped out from home. 
Shoes must be available instantly, 
and they must be of the finest leath- 
er and workmanship that money 
can buy. 


THE 
CULPRIT 








“Yet all the withdrawals made by 
the military services would not have 
made rationing necessary if civil- 
ians had gone along as usual buy- 
ing the shoes they needed and no 
more. But they didn’t. They bought 
more than usual because they had 
more money to spend. In addition, 
there were some hoarders who 
bought a dozen pairs or more. 

“The supply of shoes was drop- 
ping and there was only one con- 
clusive way to stop it. A rationing 
order had to be clamped down on 
shoes, not because there is a scar- 
city under normal buying demands, 
but to assure every American his 


fair share.” 
oe * ” 


M. M. STOLLMACK and Henry 
Mendelson of the Carlisle Shoe 
Company, 47 W. 34th Street, New 
York City—tell the store of their 
“Mademoiselle” shoe line in a bro- 
chure emphasizing: “It is our duty 
to help maintain a strong and 


healthy home economy for the men 
who are fighting to keep the Ameri- 
can way of life.” A page that rings 
the bell contains the following 
truism: 

“AND REMEMER THIS: Ra- 
tioning is going to give your shoes 
the severest test they ever had. 
Women will live in a single pair. . . . 
Wear them as never before. . . . Call 
on them for new extremes of 
service. 

“Today, more than ever, your re- 
sponsibility does not end at the 
wrapping counter. For, six or eight 
weeks from now, the customer will 
look at those shoes critically. And 
either she'll say: ‘They're worth 
evgry cent they cost!’ OR ‘Never 
again!” 





SHOE brush—an Army veteran. 
This shoe brush saga comes from 
Camp Robinson, Arkansas—where 
Corporal Vernon Creach is on duty 
at the camp’s reception center. The 
corporal has just mailed his trusty 
shoe brush to a younger brother, 
recently inducted into the Army. 
This particular brush could tell 
some tall tales of Army service, if 
it could talk. First acquired in the 





. 











Philippines by the eldest of the four 
Creach brothers in 1925; it was used 
by him there several years. When 
he left the Islands, he presented it to 
his sergeant, who used it until 1931, 
when the second Creach brother en- 
listed and was sent to the same sta- 
tion. The sergeant gave it to the 
new arrival, who used it until sev- 
eral months ago when Corporal 
Creach enlisted and was given the 
brush. 

And now, after 18 years on duty 
with the Army, the veteran brush 
is en route to the fourth Creach 
brother, with whom its military ser- 


vice is to continue. 
. - - 


E. E. RABE, shoe merchant in Van 
Nuys, Calif., says: 

“Have we noticed the difference 
in shoe fitting since rationing be- 
came a dominant factor in shoe 
selection! Women who previously 
took their shoe purchasing in a most 
casual manner, now want us to tear 
down every box in the house before 
they part with their No. 17 coupon. 

“However, rationing has definite- 
ly helped us sell shoes as we insist 
they should be sold—the right last 
and the correct fitting. We find the 
back fence and bridge party main 
conversation topic: ‘Where do you 








buy your shoes?’ Our customers’ 
answer to this query has brought us 
more business than we really know 
what to do with, taking our present 
inventory into consideration. A 
fair break on factory replacements 
will mean a nice, comfortable busi- 
ness. 

“I wonder if other shoe retailers 
are experiencing the same thing as 
we are in the present crop of babies 
of from 15 months to three years 
old? A far too great proportion of 
these youngsters do not have the 
proper arch development for chil- 
dren their age. Most all can be 
traced to too short shoes. And in 
this, I doubt if the shoe fitters are 
so much to blame as are the mothers, 
who are forcing their offsprings to 
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KEEP ON BUYING 


HAVE YOU GOT 
COUPON 17- 





—A news item tells us that whole- 
salers are advertising for bobby 
pins and hair pins. These are 
needed especially in defense 
areas. Hairdressers are now in- 
sisting that customers bring their 
own pins. 

—The shoe merchant has his prob- 
lems, too. It might well be that 
he will soon insist that his cus- 
tomers bring in their own shoe 
horn, or laces or wrapping paper 
and string (plus of course, Cou- 


n 17). 

—War does strange things and has 
an uncanny faculty of breaking 
people away from fixed customs 
and services. 

—What can we do to bring this 
world and this industry of ours 
back to a safe and sane basis? 

—Well, one of the first, most nec- 
essary, and easiest things to do 
is to buy still more War Bonds 
right now. 

—For War Bonds, in the quantity 
that Americans buy them, have 
the power to strike terror into the 
heart of the Axis forces . . . pro- 
vided, of course, the Axis have 
hearts. 


Fb [ibe 


President 





wear shoes too long a time after 
the shoes are outgrown. 

“Now that men are buying better 
grades, we are taking off a tremen- 
dous number of short fitted shoes. 
Here we find men have been buying 
from a size angle of what they 
thought they wore and evidently 
those who sold them shoes previous- 
ly didn’t battle much or any on the 
proper size which should be worn 


by the customer.” 
” * 7 


A PROMINENT San Antonio shoe 
retailer, who does not care to be 
auoted by name, tells about a recent 
purchase from a salesman who had 
tried for ten years to sell him shoes. 
The merchant knew the salesman 





represented a reputable manufac- 
turer; knew the shoes were good, 
but he just didn’t want to take on 
too many lines, and do business 
with too many companies. 

The merchant said “No” three 
or four times each year, but the 
salesman would call again the next 
time he was in town. Then the mer- 
chant recently received a letter from 
the salesman, explaining that his 
company had allotted quotas to his 
territory. “I can sell you two thou- 
sand pairs, if you are in the mar- 
ket.” The merchant didn’t wait to 
answer by letter. He wired quickly 
and had the two thousand pair order 
clinched within an hour after he got 
the letter. 

The merchant says: “I didn’t de- 
serve any favors from this man but, 
after all, it was sound business. If 
I don’t keep on buying from him, 
after things get normal, I'd be a 
heel. However, it won’t be necessary 
to buy on past sentiment. Two 
thousand pairs of that brand of 
shoes. will have many of my cus- 
tomers calling for them. It will just 


mean new business for both of us.” 
- * — 


F RANK LOEB of Cleveland, Ohio, 
writes us a letter that makes us 
proud of the part we played in mak- 
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ing him a little more useful in the 
happy four years, since he landed 
on the American shore. Now that 
he is going into the Army, we wish 
him well and look forward to the 
day when he will return to read the 
Boot AND SHOE RECORDER and to 
enjoy the universal friendships due 
him. Here’s the letter he wrote: 

“My subscription to the Boot ANpD 
SHoe REcorRDER runs out this month and 
I shall not renew it. 

“I will be inducted in the U. S. Army 
at about the same time as I'll receive my 
last copy of this paper. Since a little over 
four years ago, when I first set foot into 
a shoe store, I had just come over from 
Germany and that was my first job. I 
have read it faithfully and gleaned much 
shoe knowledge from it. Later, I sub- 
scribed to it myself and waited for it 
every Monday. 
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“It has helped me find my way into a 
great and diversified industry. 1 am sure 
a great part of my progress, from a small 
neighborhood store to one of the finest 
shoe departments in Ohio, is due to the 
better understanding of the problems of 
our business that the Boot anp SHOE 
Recorper has given me. 

“After the war is over and the werld 
has become saner and a better place to 
live in, I hepe to come back to the shoe 
business and renew my friendship with 


the Boor anv SHor Recorper.” 
* * . 


OBSERVATIONS IN A STORE 
AISLE 


Feet, feet, feet, feet, 
Passing down the aisle, 

Feet of every size and shape, 
Chic and shabby style. 


Silently I watch the feet 

Passing mile on mile; 

Thinking thoughts I never speak, 
Wondering all the while. 


There go feet of one I'd like 
For they know no fear, 
Steps that fairly dance along 
Speaking joy and cheer. 


There’s the drag of weary feet, 
Heavy, sad and slow, 

Caring little how they move, 
Little where they go. 





Then a pair of baby feet 
Dancing down the aisle, 
Skipping, stopping, running fast; 
Those feet bring a smile. 


Feet pass by with even tread, 
Sure they know their way; 
Never waver, turn aside, 
Never stop to play. 


Now feet speak of purpose firm, 
Impetus and speed; 

Living to the full each day, 
Finding joy in deed. 

Feet can tell so many things, 
Things you’d never guess— 
Secrets mouths guard carefully, 
But the feet confess. 


—Maryizona Bis#or 
a . . 


A TIGHT shoe that raised a blister, 
causing an infection that necessi- 
tated amputation of four toes, was 
an accident that entitled a man to 
recover on an accident insurance 
policy, Judge G. Frederick Frost of 
Providence, R. I., ruled in a case 
before him in Superior Court. 
William Francis Hines, who had 
one of the company’s accident poli- 
cies since 1916, went to a New 
Year’s Eve house party Dec. 31, 
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1940, danced a little in a pair of new 
brown shoes that were too tight for 
him and developed a blister on the 
fifth toe of his right foot. The 
blister started an infection that 
spread and Hines went to Deacon- 
ness Hospital in Boston where it was 
found necessary to amputate four 
toes. 

Out of work 17 weeks and af- 
fected for some weeks thereafter, 
Hines asked that the insurance com- 
pany pay him total disability at 
$37.50 a week, partial disability at 
$18.75 a week, and compensation 
for hospital and medical expenses, 
under terms of the policy. 

On the motion of John R. Hig- 
gins, Hines’ attorney, Judge Frost 
directed the jury to return a verdict 
for Hines for $1,548.80 in disability 
payments and expenses under the 
policy. 


RATION restrictions furnished one 
reason for one high school to change 
its traditional graduation plans this 
year. Instead of having a formal 
commencement in Smith Memorial 
Auditorium in Lynchburg, Va., 
three days after school closes, with 
girls in evening dresses, the school 
will have its program in City Sta- 
dium the afternoon the term ends, 
Principal Blake E. Isley said. 


He added that the afternoon hour 








“Hold on, Pop! With shoes rationed I'd suggest we forget this whole matter.” 











will make formal apparel unneces- 
sary, and that a girl “won’t have to 
use a ration coupon for a pair of 
evening shoes that may not be worn 
but that one time.” It will alsc give 
pupils an opportunity to invite as 
many friends as they like instead of 
just two, he added. 

* * 





F. N. FRENCH of the Men’s Shoe 
Department (Nunn Bush Shoes), 
Roberts Brothers, Springfield, IIl., 
says: 

“What price shoe rationing for 
children? 

“Although we do not manufac- 
ture children’s shoes, it is positively 
my belief that shoe rationing for 
children will greatly affect the foot 
condition of the coming generation. 
The average child will outgrow a 
pair of shoes before he or she wears 
them out. If these shoes are made 
to do double duty, which in most 
cases they will be, then no end of 
corns, bunions and weak arches 
will be the result. Most families 
will not have a 17 stamp to give 
their children when they need it 
worst, 
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* Washington Newsreel » 


As forecast by Boot anp SHOE Recorper, the produc- 
tion of shoe leather, manufacture of boots and shoes 
and shoe repairing were included in the revised list of 
essential industries issued by War Manpower Commis- 
sioner Chairman Paul V. McNutt with regulations, ef- 
fective April 18. 

The regulations, providing rigid control over trans- 
fer of workers, are designed to carry out the President’s 
“hold the line” order, but already WMC, alarmed over 
the storm of protest by organized labor, is preparing to 
ease some of the rigidity of the regulations. The revised 
essential list consists of 35 basic activities and indus- 
tries. An essential activity is described as one that is 
required in connection with the effective prosecution of 
the war. WMC pointed out that since the regulation is 
concerned with transfer from one employer to another 
employer, it in a way prejudices existing rights of an 
employee with his present employer. 

All transfers of workers from activities not on the 
essential list to activities on the list will be encouraged 
but no shift from work in an essential activity to an 
activity not so classified will be permitted if higher 
wages will be paid. If the shift is from one essential 
activity to another and no wage increase is involved, 
. approval is not required except for employments cov- 
ered by employment stabilization plans. In general if 
the shift is from one activity not on the essential list to 
another also not on the essential list, such a move is not 
yet subject to the regulation. If the shift is from one 
essential activity to another and is subject to one of the 
WMC employment stabilization programs, the. change 
can be made at a higher wage rate if the worker leaves 
his job for reasons that are consistent with the provi- 
sions of these plans. Where there is any inconsistency 
the plans will be modified. If the shift is from one 
essential activity to another essential activity and is not 
subject to the provisions of one of the employment 
stabilization plans, the change cannot be made if higher 
pay is involved. 

Fowler V. Harper, deputy chairman of WMC, has 
predicted a reduction of labor turnover in war indus- 
tries by 50 per cent as the result of the WMC “hold the 


line” regulations. 
+ J 
BOND BUYS SOLDIER'S SHOES—AND MORE 


Gloria Sw » # movie star of World War ! 
period, buying the first bonds in “Outfit the Outfit" cam- 
paign, part of the Second War Loan Drive, New York. 
Pian is to emphasize how much of a fighting man's equip- 
ment an $18.75 bond will buy. Miss Swanson is shown with 
Sergeant Albert Krasinski, of St. Charles, Iil., examining 
shirt, tie, gloves, socks, underwear, shoes and helmet that 
go te make up the total. 
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OVER-THE-KNEE olive-drab, clay and khaki colored 
rubber boots—the kind worn in sport hunting and fish- 
ing—were released April 2] from rationing restrictions 
applying to men’s rubber boots and rubber work shoes, 
OPA announced in issuing Amendment No. 10 to Ra- 
tion Order 6. 

‘Because of the rubber shortage, boots of this kind 
which are not heavy enough for workmen are no longer 
being produced. However, the existing supply can be 
sold ration-free as soon as the seller has filed a revised 
inventory, dropping the released boots from his previ- 
ous report. The revised inventory is to be filed with 
the OPA district office serving the reporting establish- 
ment. 

In announcing the change, OPA emphasized to the 
trade that only over-the-knee boots classified as types 
1 and 2 in the rationing regulations, and which in addi- 
tion are of the designated light colors, are released. 
Below-the-knee height boots are still under rationing 
control regardless of color. 


* * * 


BY sweeping revisions in specifications of items ranging 
all the way from gloves and shoes to saddles and machete 
sheathes, the Army expects to accomplish large scale 
savings in leather. Detailed surveys on gloves and mit- 
tens were initiated in September, 1941, and it is antici- 
pated that more than a million square feet can be saved 
on horsehide riding gloves, on the basis of 1943-44 
requirements, by switching to an unlined type and chang-- 
ing the cuff design. Much greater savings can be effected 
in horsehide splits by substitution of cattle hide splits, a 
less critical leather. 

Specifications of footwear have undergone searching 
scrutiny in order to effect more economical use of 


Uppers of service shoes are now being built 


leather. 
flesh side out instead of grain side out, which makes a 
surface. more readily water-proofed, lengthening the life 
of the shoe, and incidentally providing a smooth inner 
surface that saves wear on socks. 

The height of the uppers also is being decreased— 
with the assurance that the modified type will be as com- 
fortable and serviceable as the present style—and this 
change, based on 1943-44 requirements, will result in a 
saving of 9,871,088 square feet of grain cattle hides. 
Incidentally, the change eliminates four eyelets for shoe 
laces on each shoe, and this means, on the same require- 
ments basis, a saving of 282,032 pounds of steel. 

Shoulder strap hand bags carried by Army nurses 
and WAACS are being made of arctic seal skin, a non- 
critical item, with a resultant saving, under the 1943-44 


* program, of 3,262,410 square feet of cowhide. 














The Editor’s 


Outlook 


IT does seem a pity to take leather and good materials 
and shape them into footwear that has no other appeal 
than the harsh reality of utility. 

It does seem a pity to ask the shoe industry to go fur- 
ther down the line than any other apparel trade in the 
sterilization of style. 

It does seem a pity to keep an entire industry 
on the “hot seat” of doubt until some bureau can 
pontifically issue an edict in the form of wartime 
models that are bound to be stale in line and 
design. 

For a number of weeks, discussions on war models 
have taken place in various parts of the country. Talk 
boils down to certain types that seem to lend themselves 
readily to standardization and regimentation. If what 
is desired is a limitation of demand to conserve mate- 
rials that are short in the national economy, that purpose 
is not going to be achieved by approval of a few war- 
time models and a disapproval of the variety in selection 
that utilizes the diverse leathers and materials available 
now and in the future. 

A regulation that sets up a few war model patterns 
made under such limitations, actually increases the cost 
. of the shoes in new lasts, patterns, and labor, etc., etc. 
The new metal equipment that would be needed to man- 
ufacture standardized shoes, is in itself, something to 
consider. 

In a country as wide-spread as the United States, 
where shoes are made in 41 states, and factories are 
dotted all over the map, precisely that American form 
of specialization made this a competitive industry, and 
it will be destroyed by the very automatic characteristics 
of war model standardization. 

In other words, if you concentrate factories, you can, 
and in all probability will, make all war model shoes 
by mass production in relatively few plants. If the 
public is compelled to buy these few types and these 
alone—goodbye shoe industry as we have known it. 

We know that war is cruel—we know that war is 
waste multiplied. 

We know that civilian economy can be harnessed to 
any regulation without notice. 


BUT, do we as an industry, and do we as a gov- 
ernment of all industry, understand shoes as 
they’re made and worn in America? 

Remember you cannot take an English idea and put 


it into effect over here, because the two lands are vastly 


16 


Stumble and Fumble 
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different insofar as footwear is concerned. Even Eng- 
land rules 50 per cent utility shoes; 50 per cent free 

-and when it says free, anything, any color goes, at 
any price. England is a tight little island having a 
fairly common acceptance of shoes in few sizes and 
widths. England is a one climate zone. 

Contrast that with America! We have a public need 
for types of footwear for zones; for climates ranging 
all the way from torrid to frigid, and from extreme wet- 
ness to extreme dryness. If it is true that climate de- 
termines not only the attitudes and aptitudes and 
energies of people; it is likewise true that clothing and 
particularly footwear are affected most by climate. 

We are not saying a word about human behavior in 
wartime, but the expression of cheerful dress this Easter- 
tide, was a great national wave of feminism in contrast 
to plain simple suits and uniforms so much recom- 
mended by the terribly serious war-minded men and 
women. 

No one challenges the unity of all business to 
the purpose of winning the war—what we fear is 
the craft dis-unity that will walk all the way into 
the peace. 

So to those in authority, captivated with the idea of 


standardizing shoes like you standardize nuts and bolts. 
just a word of caution—human beings, male and female. 
will still continue to be human beings, MALE and 
FEMALE and still express themselves as such. even 
though it be only a gay pair of shoe laces. 


IT would not hurt a few people in authority to take 
a good historical look at fashion in wartime, for believe 
it or not, fashion has had some of its greatest expres- 
sions in most troublesome times. Many a shoe man can 
remember the cute little Mary Jane shoes that started 
out of Los Angeles back in the World War I days. Who 
is to say that the baby-toe anklet that so few factories 
are permitted because of the first WPB-M217, may de- 
velop such a craving in women’s hearts that they will put 
a premium on bootleggin’ to get away from ugly war- 
time models? 


For say what you will, when you restrict to a 
pattern or a type, you constrict that priceless ele- 
ment in wartime, that intangible atom of cheer- 
fulness, that only smart shoes can give. We know 
whereof we speak, and we would rather see sharp 

[Turn To Pace 45, PLease] 
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GIFT SUGGESTIONS 


For Unele Sam’s Nieces 


HOW to give a fresh look to your windows and interior 
displays with less variety in available merchandise . . . 
that is one of your minor problems these days. First 
you made use of patriotic backgrounds for “Shoes for 
the Woman in Uniform” . . . women serving such vol- 
unteer services as the Red Cross and the American 
Women’s Voluntary Services. Then along came the 
WAVES, who could buy their own shoes in retail stores. 
So you had the chance to promote shoes for one branch 
of the armed forces. 

Today, you and thousands of others are starting to 
carry more kinds of extra items to take the place of 
Just at this 
of gifts for 


the extra pair business you used to do. 
season you will be playing up the idea 
Mother’s Day . . . handbags, stockings, 
Why not follow this with a promotion of gifts for the 


gloves, etc. 


These are the women serving Uncle Sam for 
whom the best is none too good. Feature the 
right gift . . . something useful, something 
special .. . and you will earn the gratitude 
of every WAAC, WAVE, SPAR or MARINE 
who receives a gift from your store, as well 
as from the giver whose problem you have 
helped to solve. The recruiting material 
shown here is by permission of the United 
States Army and the United States Navy. 
women in the armed forces? Going away gifts and gifts 
to follow them to camp and post of duty. 
A recent survey made by Department Store Econo- 
| TURN TO PAGE 47. PLEASE | 
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Women in the Armed Forces Like Attractive Practical Gifts Just as Much 
as Men Do. Some of the Things They Say They Like ... According toa 
Recent Survey ... Are Shown Here. With These and Other Items You Can 
Make an Attractive Display Which Will Help to Push Your Extra Items Busi- 
ness. In Addition, This Can Be Your Way to Help in the Campaign for 
Recruiting More WAACS, WAVES, SPARS and MARINES. 


Left: Soft sole slippers were given a high women in the Service. Lower left: Leather 


rating by women in both branches of the slipon gloves . .. preferred type .. . in 
armed forces. They also like wooden sole Army russet, regulation color for the 
shower clogs. Reading clockwise, begin- WAAC. White fabric for Navy Summer 
ning lower left. Smart ribbed fabric slip- wear; tan fabric for Army. All gloves from 
per from Frederick-Speier Footwear, Inc. Wimelbacher & Rice. Dress hose is popu: 
Pullman slipper in khaki tones with lar as a gift with women in both branches 
matching case from Lyons & Co. Wooden of armed services. This stocking in fine 
sole shower sandal with rocker sole from rayon is from Roman Stripe Mills, Inc. 
Reece Wooden Sole Shoe Co. “Majorette,” 
a satin slipper with a military air, from Below: Shoe Shine Kits rank high in favor. 
Daniel Green Co. Warm fabric, fluffly col- The three types of kits shown here are avail- 
lar and fabric sole make an outstanding able in navy and khaki. Top: left, Mel-O- 
slipon from Middletown Footwear, Inc. Wax Service Kit from Vitalex Process Co.: 
right, Esquire Service Shine Kit from Kno- 
mark Mfg. Co., Inc. Bottom: Service Kit 


Below at left: An extra pair of regulation 
from Lyons & Co. 


gloves is one of the top-ranking gifts with 
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THE Recorver asked a number of retailers in impor- 
tant key cities throughout the country to wire their 
observations as to volume of pre-Easter shoe sales and 
report the styles and types of shoes in greatest demand. 
Following is a cross-section of early replies: 


BILL MOSS 
Kerr Dry Goods Co. 
Oklahoma City, Okla. 

“THE DEMAND FOR EASTER WITH US HAS 
BEEN FOR BLACK SHOES. 68 PER CENT BLACK 
PATENT LEATHER: 9 PER CENT BLACK GAB- 
ARDINE; 1 PER CENT BROWN PATENT LEATH- 
ERS; 9 PER CENT TURFTAN; 5 PER CENT 
WHITES AND 3 PER CENT COMBINATIONS OF 


* WHITE AND TANS, ALL IN DRESS STYLES, AND 


5 PER CENT WALKING TYPE OXFORDS MOSTLY 
IN TURFTAN. FOR A LATE EASTER WE HAD A 
VERY GOOD BUSINESS CONSIDERING THAT IT 
WAS BEFORE A WHITE SEASON, AS OUR SHIP. 
MENTS OF WHITE SHOES ARE LATE.” 

A. H. GEUTING 

Geuting’s 

Philadelphia, Pa. 

“IN POINT OF VOLUME WE HAVE PLAYED TO 
CAPACITY AND THIS MONTH WILL EXCEED 
APRIL OF LAST YEAR. WE ARE CONSIDERABLY 
AHEAD FOR THE YEAR SO FAR. 

“AS TO THE STYLE SITUATION, PUMPS ARE 
GREATLY IN THE LEAD AND ANYTHING WHICH 
WE HAVE IN THIS STYLE SELLS IN ALL MATE- 
RIALS. SERVICE TYPE WELT SHOES ARE MAK. 
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HEAVY 
EASTER 
BUSINESS 


Dorothy Gloria Callen (right), famous 

swimmer from Nyack, N. Y., was escorted 

in the Easter Parade in New York Sunday 

by Ensign Edward Pope (left), of Wash- 
ington, D. C. 


| ING WONDERFUL STRIDES. RATION TYPE PLAY 


SHOES ARE NOT MUCH IN DEMAND. 

“COLORS, OF COURSE, ARE SCARCE BUT 
WHATEVER WE HAVE IS MOVING AND WHEN 
THEY CANNOT GET COLORS, THEY WILL BUY 
THE NEXT BEST THING TO IT. IT IS A SELLER’S 
MARKET. SHOPPERS WILL TAKE WHAT THEY 
CAN GET. 

“THIS GOES FOR CHILDREN’S, MEN’S, AND 
WOMEN’S ALIKE ALTHOUGH THE MEN’S BUSI- 
NESS HAS NOT SHOWN THE INCREASE THAT 
THE WOMEN’S AND THE CHILDREN’S HAVE 
SHOWN. I WOULD SAY THAT OUR BIGGEST IN. 
CREASE HAS BEEN ON CHILDREN’S SHOES.” 
W. L. GUDE 
Gude’s 
Los Angeles, Calif. 

“WOMEN’S EASTER SHOE. SALES — BEST 
TYPES: TAILORED HIGH AND LOW HEELS. PAT- 
TERNS: FIRST, PUMPS; SECOND, OXFORDS. 
MATERIALS: FIRST, CALF; SECOND, PATENT. 
COLORS: FIRST, BLACK; SECOND, BROWNS AND 
TANS. VERY STRONG DEMAND FOR THE FOL- 
LOWING TYPES: DRESSY HIGH HEELS; SAN- 
DALS; PATENTS IN COLORS, FIRST, BROWN AND 
WHITE AND BLUE AND WHITE; SECOND, ALL- 
OVER WHITE; THIRD, ALL-OVER BLUE.. EASTER 
SHOE SALES 1943 SIXTEEN AND SEVEN-TENTHS 
PER CENT AHEAD OF EASTER 1942 AND EIGHT 
AND SIX-TENTHS PER CENT BEHIND FIRST TWO 
WEEKS AFTER RATIONING.” 

MATTHEW A. CONDON 
James F. Condon & Sons 
Charleston, S. C. 


“DRESSY PUMPS BEST SELLER. WHITE, AS WE 
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Black in Great Demand in Many Areas, with Patent Leather in Special 





Favor—White a Leading Seller in Southern Cities, Indicating Nationwide 


Acceptance for Summer — Browns and Blues Popular and Other Colors 


Purchased When Available. Sales Exceed Year Ago. 


Reported the 


PREDICTED, IN BIG DEMAND, WITH TAN AND 
PATENT CLOSE SECOND, FOLLOWED BY BLUE. 
SOLD OUT OF BROWN AND WHITE AND TWO 
TONE IN MEN’S AND WOMEN’S. SOLD OUT EN- 
TIRELY ON CHILDREN’S WHITE STRAPS AND 
PUMPS. BIGGEST EASTER BUSINESS IN OUR HIS- 
TORY. PAST TWO WEEKS ALMOST DOUBLED 
IN DOLLARS THE FIRST TWO WEEKS OF RATION. 
ING. NOTE DECIDED TREND TO TOP QUALITIES 
AND DESIRE PRETTIER AS WELL AS MORE DU- 
RABLE STYLE; HOWEVER, BELIEVE PEOPLE 
WILL READILY ACCEPT PLAINER STYLE WHEN 
NECESSITY FOR SAME IS EXPLAINED. WE BE- 
LIEVE CHILDREN’S SHOES THROUGH SIZE 12 
MUST BE RELEASED FROM RATIONING FOR THE 
ACTUAL HEALTH AND WELFARE OF PUBLIC 
GENERALLY.” 

H. W. TANKERSLY 

Loveman, Joseph & Loeb 

Birmingham, Ala. 

“WE HAVE HAD THE LARGEST EASTER BUSI- 
NESS THAT WE HAVE ON RECORD. CUSTOMERS 
HAVE BOUGHT ALL COLORS AND ALL TYPES. 
ALL WHITE SHOES HAVE ALSO BEEN TREMEN- 
DOUS THE PAST WEEK. WE HAVE NOT BEEN 
ABLE TO WAIT ON THE PEOPLE IN OUR CHIL- 
DREN’S DEPARTMENT FOR THE LAST MONTH.” 
STEVENS SHOE STORE 
Ottumwa, Iowa 

“WE HAVE HAD AN UNUSUALLY LARGE EAS- 
TER BUSINESS THIS YEAR. OUR APRIL IS OVER 
60 PER CENT AHEAD OF LAST YEAR’S BUSINESS 
AND SEEMS TO BE ABOUT EQUALLY DISTRIB- 
UTED IN ALL DEPARTMENTS. WEATHER HAS 
BEEN COOL AND WE HAVE SOLD ALL TYPES OF 
FOOTWEAR, BUT NOT QUITE SO MANY WHITES 


Mrs. Ernest Boissevain wears a grey tweed 

suit, man tailored with grey satin blouse. 

The hat is burgundy straw, and the scar}, 
silver fox. 
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Country Over 


AS USUAL. THE LARGEST INCREASE HAS BEEN 
IN CHILDREN’S AND GROWING GIRLS’ SHOES, 
MOCCASIN TYPES AND STROLLERS. ALSO NOTE 
THERE IS A DECIDED TENDENCY TO BUY BET- 
TER SHOES IN ALL DEPARTMENTS. OUR PEO- 
PLE SEEM ENTIRELY WILLING TO COOPERATE 
WITH SHOE RATIONING AND ARE MORE THAN 
ANXIOUS TO DO EVERYTHING POSSIBLE TO 
HELP WIN THE WAR.” 
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EASTER BUYING REPORTED 


Merchants in Key Cities Report to The Recorder 


BOSTON SHOE COMPANY, INC. 
Louisville, Kentucky 

WOMEN’S COLORS—TAN, FORTY PER CENT; 
BLACK, THIRTY; BLUE, TWENTY; WHITE AND 
COMBINATION, TEN PER CENT. MATERIALS— 
CALF, FIFTY PER CENT; GABARDINE, THIRTY; 
KID, TWENTY. STYLES—DRESS PUMPS, SPEC- 
TATOR TYPES, MILITARY STYLES, TIES. EASTER 
BUSINESS FORTY PER CENT BETTER PAST TWO 
WEEKS; TWENTY PER CENT BETTER THAN 
FIRST WEEKS OF RATIONING. STRONG TREND 
TOWARD BETTER AND MORE DURABLE FOOT- 
WEAR IN MEN’S, WOMEN’S, CHILDREN’S. MEN’S 
TAN, EIGHT PER CENT; BLACK, TWENTY; WING 
TIPS AND MOCCASIN STYLES. CHILDREN’S 
WHITE AND PATENT STRAPS LEADING, WHITE 
OXFORDS NEXT, BROWN THIRD. EASTER BUSI- 
NESS SEVENTY-FIVE PER CENT BETTER.” 


* * * 


RUSSELL WERNER 
Frank Werner Co. 
San Francisco, Calif. 

“EASTER BUSINESS CONSIDERABLY AHEAD 
OF LAST YEAR BUT LESS THAN FIRST TWO 
WEEKS OF RATIONING. ALL TYPES SELLING; 
DIFFICULT TO MAKE ANALYSIS. TERRIFIC DE- 
MAND FOR SANDALS AND SLING PUMPS. PAT- 
ENTS BIG, SUEDES NEXT. BLACK FIRST, NAVY 
SECOND, BROWN THIRD.” 


* * * 


MOSE LEIBOWITZ 
M & L Shoe Store 
York, Pa. 

“GENERAL TREND IS TO THE ALL-PURPOSE 
SHOE. WOMEN’S, MISSES’ AND CHILDREN’S BUS. 
INESS VERY GOOD. MEN’S FAIR. BLACK GAB- 
ARDINE BEST SELLER FOLLOWED BY LUGGAGE 
AND BLUE. SOME PATENTS. ALL WHITE PUMPS 
AND OXFORDS FOR MISSES AND CHILDREN. 
BUYING WAS HEAVIER DURING PAST TWO 
WEEKS THAN AT ANY TIME. APPARENTLY 
PLENTY OF NUMBER SEVENTEEN COUPONS 
AVAILABLE, ALTHOUGH STOCKS ARE BROKEN 
FROM LACK OF SIZES AND SHORTAGE OF MER- 
CHANDISE. EVEN WITH RATIONING, VOLUME 
IS FAR AHEAD OF LAST YEAR AT SAME 
PERIOD.” 


7” . . 


H. C. VOLLRATH 


John Taylor Dry Goods Co. 
Kansas City, Mo. 


“PATENT AND PATENT COMBINATIONS BEST 
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FOR EASTER SELLING. BLUES A CLOSE SECOND. 
PATTERNS TEND TO LOWER HEELS AND MORE 
CONSERVATIVE TYPES. EASTER BUSINESS 
SLIGHTLY UNDER SAME PERIOD LAST YEAR 
MAINLY DUE TO LIMITATIONS OF OUR CAPAC. 
ITY TO CARE FOR THE TRADE. PAST TWO 
WEEKS SHOW SLIGHT INCREASE OVER FIRST 
TWO WEEKS OF RATIONING.” 


ue 7 x 


PAUL O. KUEHN 
Kuehn’s Shoe Store 
South Bend, Ind. 

“WE HAVE ENJOYED A. NICE INCREASE IN 
OUR SHOE BUSINESS THIS SEASON. MEN’S 
SHOE SALES SHOW AN INCREASE OF 4 PER 
CENT. TYPE BUYING SHOWS A TREND TO MOC. 
CASINS AND MILITARY STYLING. SELLING 70 
PER CENT BROWN, 20 PER CENT BLACKS, 10 
PER CENT TWO TONES. WOMEN’S FASHION 
TYPES SHOW A 37 PER CENT INCREASE. TYPE 
BUYING—40 PER CENT TURFTAN AND BROWNS, 
25 PER CENT BLACKS, 15 PER CENT BLUES, 20 
PER CENT LIZARDS, BEIGE. TWO TONE AND 
WHITES. MATERIALS SHOW GABARDINE 20 PER 
CENT, LEATHER 80 PER CENT. LADIES’ ARCH 
TYPE WELTS TOP GRADE SHOWS AN INCREASE 
OF 10 PER CENT, TYPE BUYING, 35 PER CENT 
BLACK, 25 PER CENT BROWNS, 25 PER CENT 
BLUES, 15 PER CENT WHITES. MATERIALS* 15 
PER CENT GABARDINE. 

“CASUAL SPORTS AND BUSINESS SHOES SHOW 
AN INCREASE OF 25 PER CENT OVER LAST SEA- 
SON, BUYING 45 PER CENT TURFTAN, 15 PER 
CENT BROWNS, 20 PER CENT BLACKS, 10 PER 
CENT BLUES, 10 PER CENT WHITES. THE PAST 
TWO WEEKS SALES COMPARED WITH THE FIRST 
TWO WEEKS OF RATIONING SHOWS AN IN- 
CREASE OF 44 PER CENT WITH ALL NON. 
RATIONED TYPES SOLD OUT.” 


* * + 


MAX BODNER 
Stenchever’s, Inc. 
Paterson, N. J. 

“TYPES BOUGHT: STEPINS, OPERAS, WALK- 
ING SHOES AND PLAY SHOES. ACTIVITY TO 
CAPACITY IN EACH DEPARTMENT. 

“PERCENTAGES OF TYPES: WOMEN’S HIGH 
STYLE STEPINS AND PUMPS FIRST CALL; IN 
PATENT, BLUE, TAN, BROWN, RED AND GREEN. 
THIS COMPRISES APPROXIMATELY 60 PER CENT 
OF THE BUYING; SPECTATOR OPERAS—35 PER 
CENT; ALL WHITES—5 PER CENT. 


Boot and Shoe Recorder 








W 


EI 
CI 
PI 
5 
Ct 
In 


2 eee — AP ee | 


— 2 


Pee a, lr es 


der 


IND. 
ORE 
ESS 
EAR 
AC. 
‘Wo 
RST 














HEAVY THE COUNTRY OVER 


in Telegraphic Survey of Styles and Sales Volume 


“MEN’S: BROWN, 75 PER CENT; BROWN AND 
WHITE, 10 PER CENT; BLACK, 10 PER CENT; 
ALL-WHITE, 5 PER CENT. 

“CHILDREN’S: BROWN, 45 PER CENT; PAT- 
ENT, 20 PER CENT; BLUES AND REDS, 15 PER 
CENT; BROWN AND WHITE COMBINATION, 15 
PER CENT; ALL-WHITE, 5 PER CENT. 

“EASTER 1943 IN COMPARISON TO 1942 SHOWS 
50 PER CENT INCREASE. THESE TWO WEEKS 
COMPARED TO FIRST TWO WEEKS OF RATION- 
ING SHOWS 50 PER CENT INCREASE. 

“OTHER TRENDS NOTED DURING THIS EAS- 
TER SEASON: HIGH STYLE FOOTWEAR IN 
GREATER DEMAND; TAILORED TYPES SECOND; 
WALKING TYPES THIRD; COMFORT TYPES 
LAST. THE BETTER THE QUALITY, THE GREAT- 
ER THE ACCEPTANCE.” 


# e Pe 


HAROLD F. VOLK 
Volk Brothers Co. 
Dallas, Texas 

“REPORTING ON SHOE SALES THIS EASTER 
SEASON: WOMEN’S ABOUT 15 PER CENT BET- 
TER THAN LAST YEAR; ABOUT 5 PER CENT 
BETTER THAN FIRST TWO WEEKS AFTER 
RATIONING. BEST SELLING TYPES: DRESS 
SHOES; COLORS, BLACK AND WHITE; MATE. 
RIALS, PATENT AND CALF; PATTERNS, PUMPS 
AND SANDALS. MEN’S: ABOUT SAME AS LAST 
YEAR AND TWO WEEKS AFTER RATIONING. 
BEST SELLERS—STREET SHOES, AND TAN BEST 
COLOR. CHILDREN’S: ABOUT 5 PER CENT LESS 
THAN LAST YEAR AND ABOUT 40 PER CENT 
BETTER THAN TWO WEEKS AFTER RATIONING. 
BEST SELLERS—WHITE DRESS SHOES.” 


* * ° 


PAUL V. KIRSH 
The May Company 
Los Angeles, Calif. 

“EASTER BUSINESS IN WOMEN’S SHOES 10 
PER CENT OVER SAME PERIOD 1942. MEN’S 
ABOUT EVEN; CHILDREN’S 20 PER CENT IN. 
CREASE. WOMEN’S $5.00 SHOES, 20 PER CENT 
LESS. BEST TYPES: PUMPS, SLING PUMPS, SAN- 
DALS, ANKLET SANDALS. MATERIALS: PATENT 
LEATHER, CALFSKIN, SUEDE, GENUINE REP.- 
TILE. COLORS: BLACK, NAVY, BROWN, TAN, 


HIGH COLORS. VERY SMALL CALL FOR ALL-- 


WHITE; DEMAND FOR WHITE COMBINATIONS 
GOOD, BUT WE HAVE NONE. BUSINESS HAS 
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NOT SAME TEMPO AS FIRST TWO WEEKS AFTER 
RATIONING. MAJOR TREND IS FOR FANCIFUL 
TYPES, ALL CATEGORIES.” 


oe * oa 


L. F. TUFFLY 
Krupp & Tuffly, Inc. 


Houston, Texas 

“SALES TWO WEEKS PRE-EASTER THIS YEAR 
40 PER CENT AHEAD OF EASTER PERIOD LAST 
YEAR AND 10 PER CENT AHEAD OF TWO WEEKS 
FOLLOWING SHOE RATIONING ORDER. IN 
WOMEN’S SHOES, DRESS TYPE PUMPS AND 
STEPINS LED THE PARADE IN WHITE, PATENT 
LEATHER, TURFTAN AND BLUE COLORS. IN 
CHILDREN’S SHOES STRAPS AND OXFORDS IN 
WHITE AND PATENT LEATHER WERE IN DE- 
MAND. WE FOLLOWED GOVERNMENT ORDER 
AND DID NOT HAVE ANY COMBINATIONS IN 
ANY DEPARTMENTS. THE SHOE RATIONING 
ORDER CERTAINLY PUT THE NEEDLE IN THE 
ARM OF THE SHOE BUSINESS.” 


- - . 


PERRY PORTER 


Neiman Marcus 
Dallas, Texas 


“LADIES OPEN TYPE OF PUMPS AND SAN. 
DALS IN COLORS AS FOLLOWS: BLACK, BROWN, 
NAVY AND ALL-WHITE. FIGURES, 40 PER CENT 
ABOVE 1942 AND 20 PER CENT UNDER FIRST 
TWO WEEKS OF RATIONING. MEN’S LEADING 
IN SALES OF TANS AND WHITE WITH LARGE 
INCREASE MILITARY SHOES. INCREASE IN FIG- 
URES OVER 1942, 50 PER CENT AND 30 PER 
CENT OVER FIRST TWO WEEKS OF RATIONING.” 


R. H. FYFE & CO. 
Detroit, Michigan . 

“EASTER BUSINESS SHOWS INCREASE 15 PER 
CENT OVER LAST YEAR. CHILDREN’S—80 PER 
CENT WHITE, MORE LOW SHOES; GROWING 
GIRLS’—SEVENTY PER CENT BROWN, MORE 
MOCCASIN OXFORDS. WOMEN’S—FORTY PER 
CENT BLUE, FORTY PER CENT BLACK, MOSTLY 
PUMPS. MEN’S—EIGHTY PER CENT BROWN, 
FEW SPORTS. LAST TWO WEEKS INCREASE OF 
THIRTY-FOUR PER CENT OVER FIRST TWO 
WEEKS OF RATIONING. HIGHER PRICED, HIGH- 
ER STYLE SHOES SELLING. 
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“COMPOSITION 


SOLES” 


A Recipe for War-Time Wear 


DEVELOPED TO OFFSET THE SHORTAGE OF SOLE LEATHER, 

THESE NEW SOLES — LONGER WEARING, FLEXIBLE AND MOiS- 

TURE RESISTANT — ARE PROVING TO BE AN ADEQUATE SUB- 
STITUTE FOR THE WAR-TIME JOB 


THERE has been a lot of*talk in the trade during 
recent weeks on the use of reclaimed rubber soles on 


men’s shoes. Pros and cons have been freely discussed 


clusion as to the promotion possibilities of these soles 
and the probable customer reaction to them. 
It is generally known that there is a definite short- 








but as yet there appears to have been no unanimous con- age of sole leather for civilian use. Since last Spring, 
the War Production Board has allocated all of the first 


five top grades of sole leather to the armed forces, 





leaving for civilian use only the remainder to be spread 
around an industry that formerly used five times the 
Naturally this leather does not 
measure up to pre-war standards, either as to quality or 

[TURN TO PAGE 34, PLEASE] 


amount now available. 
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One of the first newspaper ads to 
feature the new soles was this 
Florsheim ad shown above. The 
John Ward ad to the left features 
the departure from the style pic- 
ture of the real wing tip patterns. 
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THE RECORDER 


BRINGS 


INTO YOUR STORE 


A regular service to Recorder readers... 
National news of Shoes and Leather, and 
their place in the war effort. Orders and 
directives of government agencies simpli- 
fied for manufacturer and merchant .. . 
Impending legislation of interest to shoe 
men, analyzed for them ... Read it, assim- 
ilate it, and make use of it, 

It’s your practical guide and solution to 
many of the complex problems that face 
your industry today. 
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OTHER PEOPLE’S 


Shoe Store Salesman’s Dozen 


1. In these days of so much need 
for offering something as good as the 
quality or brand the customer wants, 
be very sure the substitute is just as 
good as you claim it is. 

2. Every footwear question you an- 
swer with “I don’t know,” lessens the 
customer’s good opinion of your 
knowledge of shoes. 

3. When a family that has always 
given you the bulk of their trade starts 
shopping around with their ration 
books, be patient and tactful, and 
they’ll come back to give you another 
chance. 

4. If the shoe salesman thinks he’s 
having it hard, let him remember the 
wearers of shoes have plenty to try 
their patience and the salesman has 
the most at stake in avoiding un- 
pleasantness. 

5. More than ever a shoe store 
salesman needs to know today just 
what he has in stock, if he is to satis- 
fy customers who are hard to please. 

6. Don’t introduce war topics while 
working with a customer. You never 
know when she is trying to get her 
mind off the war by shopping. 

7. As the completeness and variety 
of your stock shrinks, let your efforts 
to please and accommodate expand. 

8. If you can’t satisfy a customer 
with what you have, try to sell her 
good will for the future instead of 
dissatisfaction with the present. 

9. The wise shoe salesman is con- 
stantly studying to be able to answer 
the customer’s question, “How can I 
make my points go furthest?” 
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10. If you neglect a customer today 
because you know you have nothing 
she’d want, she may neglect you after 
the war when you have everything she 
wants. 

11. No good shoe salesman will 
help any customer put something over 
on the rationing rules. 

12. Don’t let your self respect down 
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This ad by Krupp & Tuffy, Houston, 
Texas, points the way to effective 
conservation of shoes and shoe leath- 


er, and has a good educational value. 


o.p.l. 


IDEAS 


by failing.to do your part in war work 
just because it isn’t put up to you so 
you can’t escape it. 

Ye 


“Nine lives in every pair. 1, for new 
Spring tans that go with everything. 
2, for superb quality calfskin that 
lasts and lasts. 3, for workmanship, 
the best in America. 4, for the fashion 
authority of our famous makers. 5, for 
comfort (you'll never give them a 
rest!) 6, for simple lines . . . right for 
the times. 7, for happy medium heels, 
for walking. 8, for expert, thoughtful, 
careful fitting. 9, for the most beauti- 
ful shoes in the Southwest.”—Neiman- 
Marcus, Dallas, Tex. 


* * = 


Credit Cards Speed Charge 
Service 


Shoe customers of the Daniels & 
Fishers’ store, Denver, Colorado, do 
not have to waste time waiting for 
their accounts to be checked when 
they are good-paying charge custom- 
ers. 

When a customer meets his first-of- 
the-month bill promptly, he is given 
two credit cards joined by perfora- 
tions and attached to an explanatory 
card which reads, “The attached 
Credit Cards are evidence of a 
promptly paid account and will af- 
ford you better service under the Fed- 
eral Reserve Credit Regulations and 
will save you time when shopping. 

“Please sign—keep them with you 
and present to our salespeople when 
making charge purchases. 

“New credit cards will be issued 
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comfort features—arch supports, spe- 





monthly to all accounts which show 
that the balance for the previous 
month has been paid in full. 

“Credit Cards, when expired or not 
needed, should be destroyed. 

“If at any time you should wish to 
have a purchase charged and find that 
you do not have your card with you, 
please make your purchase in the reg- 
ular way.” ‘ 

The cards carry the explanation, 
“This Card, when presented will en- 
able us to render prompt authoriza- 
tion of your charge purchases.” They 
measure three inches by one and 
three-quarters, and are a convenient 
size to be carried in purse or billfold. 

- * * 


“Your No. 17 Coupon will walk, 
work or dance till June...” J. J. 
Haggarty, Los Angeles, Calif. 


© @ 


Good-bye to Frills 


Leading Southern California mer- 
chants have approved the voluntary 
program of the OPA to discontinue 
frills and luxuries from retail services. 
The program calls for elimination of 
sales on approval, returns and ex- 
changes after six days, gift wrapping, 
layaways, will calls without adequate 
down payments, etc. 

Heads of leading retail houses agree 
with Samuel Leask, Jr., local OPA 
manager, that such frills do not have 
a place during wartime conditions. 


* + 


Lights—Curtain—Action! 


An ad that laid the scene in the 
Emporium advertising office and re- 
peated dialogue between a shoe buyer 
and a copywriter was featured recent- 
ly by The Emporium Department 
Store in St. Paul, Minn. Heading was 
the copywriter’s question, “But what 
can I say in the ad now that shoe 
rationing is here?” to which the buyer 
answered, “The customer wants facts.” 

Copy read in part: 

COPYWRITER: But what can I 
say about styles with no more two- 
tones or high colors? 

BUYER: Why, you've got a style- 
plus story! Tell em about our Famous 
Name shoes—their slim lines, the per- 
fect way they fit and flatter the foot. 
Tell °em Emporium shoes fit into this 
“busier” living—that they'll work, 
play, dance—and that’s the best test 
of enduring style! 

COPYWRITER: What'll I say 
about comfort, now that everybody’s 
walking? 

BUYER: Talk about our famous 
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cial “lasts”! Let °em know they can’t 
top Emporium shoes for extra miles 
of walkability, for real down-to-earth 
comfort—that we X-Ray every pair to 
be sure! 

A cut of the X-Ray machine of the 
department with a note reminding 
customers that every pair of shoes sold 
by the Emporium shoe department is 
X-Ray fitted completed the advertise- 
ment. 


: * — 
“Invest No. 17 brightly . . . pulsat- 
ing bold and brave Toreador Red... 
radiant as a Toreador’s cape .. . the 


quality, the color will serve you well 
today and for the duration.”—C. H. 
Baker, Los Angeles, Calif. 





“Designed with a trim, uncluttered 
look.”—Volk Bros., Dallas, Tex. 


” » * 
Size Chart Aids Hosiery Sales 


The following chart posted over 
the children’s hosiery counter at Car- 
son, Pirie, Scott & Co., Chicago, should 
be of help to shoe merchants who also 
sell hosiery along with children’s 
shoes. 


Age Shoe Hose 
3 mos. 0 4 
6 to 9 mos. 1-3 4, 

l to 1% years 45 5-544 
2 to 2% years 6-7 6-61 
3 to 3% years 744-81 7 
4 to 4% years 9.10% The 
5 to 6 11-12 8 








A series of three windows, all identical, except that one displayed children's 
shoes, one women's and one men's, were used by the Golden Rule department 
store, to put across the rules of shoe rationing. Background of each was a hand 
thrust through a paper with shoe-rationing headlines. Three fingers were ex- 
tended to denote the number of pairs allowed. On white display units at 
each side of each window shoes for men, women, and children, respectively, 
were shown. Tieing in with the window the company ran the newspaper ad 


shown here with the heading, "Never Have So Few Meant So Much To So Many.” 
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Reeorder’s School of Shoe Fitting 


More Messages from Merchants on Correct Technique 


to Be Mastered by Recent Recruits at the Fitting Stool 


SCIENTIFIC SHOE FITTING 


IN my opinion based on seven years of orthopedic shoe- 
fitting, this new-coming science can be reduced to two 
basic fundamentals. After these years of concentrated and 
sincere effort to find the truth, these fundamentals have 
crystallized to clear-cut procedure. 

First: It is not enough that shoes should be wide enough 
and long enough. Most shoe fitters do a good job of fitting 
sizes. This all important thing is the shape of the shoe or 
the last. The shape of the shoe must match the shape of 
the foot. The LAST should come FIRST. More attention 
must be paid to SHAPE rather than SIZE. Shoes should 
fit the curves and contours of the BOTTOM of the foot as 
well as the sides. 

Second: The shape of the last is still not enough. Ten 
million soldiers are now wearing the right shape shoe, but 
many cannot wear these shoes comfortably because sufh- 
cient SUPPORT is not provided AT THE INSIDE COR. 
NER OF THE HEEL and UNDER THE METATARSAL 
ARCH. The Cuboid area of the foot is permitted to sag 
or collapse, sending the bony structure of the foot into 
chaos. 

It is difficult to discuss shoe fitting without overlapping 
with shoe construction. Time and space does not permit 
sufficient explanation of this important subject. 

For heavier people especially, shoes should be made 
strong enough to keep more weight in the heel and outer 
weight-bearing arch of the foot. 

The wrong Jast forces the body-weight into the wrong 
bones of the foot with inevitable resultant distress. 

The lack of support likewise does the same thing. 

Therefore, in conclusion, I say again that SHOES 
SHOULD BE THE RIGHT SHAPE and that SHOES 
SHOULD PROVIDE SUPPORT FOR THE FOOT UN- 
DER THE WEIGHT OF THE BODY. 

And again, because most feet are longer in the arch 
than they measure at the toes, much more attention must 
be directed toward fitting from heel to ball, rather than 
from heel to toe. Many people have very short toes which 
is a very deceiving thing in shoe-fitting. 

WILLIAM E. O’NEILL, 
Health Spot Shoe Shop, Los Angeles, Cal. 
* * * 


SIZE AND LAST DIAGNOSIS 


FirTEEN or more special lasts are permanently repre- 
sented in our stock, and our sizes on those lasts which 
enjoy the greatest turnover range from 4 to 12 and widths 
from AAAAAA to EE. This tremendous size range in the 
basic types of both the utility and dress styles, plus the 
excellent fitting features of these shoes, makes it com- 
paraively easy for us to fit any foot that is remotely near 
“normal.” 

We have four fitters on our floor, two of them being 
women, and all of them thoroughly experienced with the 
fitting requirements of these shoes. In addition both feet 
are carefully measured to check at the source any dis- 
crepancies which might exist and might result in improper 
fitting if only the one foot were measured. Mr. Minor 
insists on very careful size and last diagnosis with especial 










emphasis on sufficient length, and, above all, requires that 
each customer, whether she be purchasing or just “look- 
ing,” receive the greatest possible consideration and 
courtesy. 


M. F. TARPEY, Minor’s Shoes, Dayton, Ohio. 
x * * 


MUST WIN CUSTOMER'S CONFIDENCE 


| HAVE learned from many years’ experience that to suc- 
cessfully handle special feature and arch type shoes, an 
adequate stock, well balanced with “out of the ordinary” 
runs of sizes and widths, in nationally known brands of 
quality shoes is of first importance. 

Secondly, the shoe fitter must be a master at the pro- 
fession and have the complete confidence of the customer. 
A master fitter does not make many mismoves nor does he 
fumble; he puts the customer immediately at ease by ask- 
ing a few simple questions and using ordinary everyday 
language. Nothing delights him more than to face a 
defense worker, take off this worker’s ill-fitting, cheap 
shoes, try on one lone shoe after having carefully measured 
the foot, and have this type of customer exclaim: “Gee, 
I never knew a shoe could feel that good, I'll wear them. 
How much are they?” 

Fortunate is the young apprentice who gets to learn shoe 
fitting under the guidance of a master fitter. 

JOHN P. LUND, Lund’s, Inc., New Haven, Conn. 
* * * 


LEARN TO SELECT RIGHT LAST 


First steps in teaching new men should include teaching 
them to read sizes and the location of the stock. Explain 
difference in lasts and their suitability to different feet. 
Getting the right size is not always getting the right fit. 
The last must be right. Carry 3% and 4 to 11, 4A’s to 
2 E’s, in corrective types. 2% to 10, 4 A’s to E in dress 
shoes. ‘ 

I. ARNSTEIN, 

Treadeasy Shop, W. 39th St., New York. 

* * * 


RESPONSIBILITY OF RIGHT FITTING 


F rrrinc correctly is a responsibility and a job that must 
be done right. All our men have had experience before 
they come to the store. They are given sufficient super- 
vision to be sure that they are doing the job properly. 
We find a new sales person needs about six months to 
become an expert shoe fitter, although he can go on his 
own in four or five weeks. 

J. A. ZAHN, 

Selby Arch Preserver, 5th Ave., New York. 

* 


* a 


YEAR OF OBSERVATION REQUIRED 


THE basic principle of training is to teach recognition 
of a variety of types of feet. These include thin and fleshy 
types, broad short toes and long thin ones, long from heel 
to ball and short from heel to ball. Fitting to size is not 
enough. We put a junior clerk on the floor for a year te 
watch experienced fitters. He does not fit at all during that 
period. 

I. M. BAUER. Lane Bryant, New York. 
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Scientifically designed to cup every tender curve and support 


every hollow, the foot nestles down into “Your Footprint in 
Leather” as naturally as one spoon into another. 

It's a story that's easy to tell—your customers know about it 
through consistent MATRIX advertising. 

It’s a story that’s easy to sell—for the minute your customer 


sets foot into a MATRIX, she knows it as her very own. 


rE. © @8e£o ££ OCR A Oe 


Rochester, N. Y. 
Matrix Style Studio, 47 West 34th Street, N. Y. C. 


MATRIX * MATRIPEDIC x* COLLEGEBRED * TANK-TREAD 
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More and more women are depending on you to give them the 
best their money and their No. 17 coupon can buy—don’t let 
them down! Women on the home front are doing vital jobs— 
driving ambulances, running industrial machines, climbing hos- 
pital stairs, walking all over town for food values. These jobs 
demand shoes that can take it! 

You can help them by selling shoes equipped with Du Pont 
“PYRAHEEL” plastic heel covering which established its repu- 
tation long before shoe rationing began. For today ““Pyraheel” 
has one of the most important sales stories possible—a sales 
story of DURABILITY! “Pyraheel” resists scuffs . . . scars . . . 
scratches . . . gashes . . . and fading. It cleans in a jiffy and is 
available in every color and effect (except suede) permitted 
under shoe rationing. You can identify it by its clear, rock-like 
ring when tapped with a metal shoe horn. For sales that build 
confidence—sell them “Pyraheel.” E. I. du Pont de Nemours 

Shoes pictured through the courtesy & Co. (Inc.), Plastics Dept., Arlington, N. J. 


of Florsheim Shoe Company 
OU PONT 


“PYRAHEEL” 


REG. U.S. PAT. OFF. 

















BETTER THINGS FOR BETTER LIVING... THROUCGCH CHEMISTRY 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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TREE 


( FULL TYPE ) 





A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION 


The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, 
In demonstrating the ease and simply constructed parts of wood. 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
penal tp e008 ond of pin, will find that the V tree is made for long and efficient service. 

Its smart walnut stain finish attracts the eye and its easy to change 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to 
move profit maker. The need and the demand for a tree like this is 
growing. 

Made in all sizes and widths corresponding to Men’s shoe sizes. 


























O. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. H. 
Branch of United Shoe Machinery Corporation 
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Good Easter Business Reported by Retailers 





Shoe Stores and Departments in Six Cities Tell of Heavy Buy- 


ing by Consumers. 


Black Leads in Patent, Gabardine, 


Smooth Leathers. Demand for Blue, Tan 


New York—FEaster sales, which may 
be considered unusual, in view of the 
buying rush which developed after ra- 
tioning of shoes was imposed, took place 
all over thg country. Very good busi- 
ness was reported in the New York 
area. Fine weather the last two days 
before Easter caused business to pick 
up considerably. Considering the fact 
that New York is not a defense area, 
the activity in shoe stores and depart- 
ments was unusually good. Grading 
up was reported at all price levels, in- 
cluding several leading chains which 
reported “terrific” business, far exceed- 
ing Easter 1942. Stores and depart- 
ments selling better grade shoes also 
reported a good Easter selling season, 
in most cases better than last year’s. 
Comparison with the first two weeks of 
selling under rationing, showed better 
business for the two weeks preceding 
Easter. 

Dressier types were way ahead, thus 
continuing the trend which has been 
marked in New York ever since ration- 
ing went into effect. Typical Easter 
shoes—opened-up shoes such as open 
toe pumps, also sling pumps, sandals 
and anklet straps—were leading pat- 
terns. In colors and materials, black 
led, with black calfskins, gabardines 
and suedes—in open, airy types—sell- 
ing as well as the perennial Easter 
patent leather. After black, navy did 
big business in leathers and some gab- 
ardines. Tan in tailored types sold well 
in the stores that did a good business in 
these types, although one volume style 
department reported good business in a 
tan sling pump. High colors sold well 
where they were available. A shortage 
in dark brown shoes was reported by 
several stores. Spectator combinations 
were in demand and some stores had 
a few to sell. A little interest in all- 
over white shoes also registered. Stores 
carrying a good assortment of unra- 
tioned shoes did a good business in these 
types. To sum it up, in the words of 
one high style retailer, “they bought 
what they needed;” in the words of a 
popular type low price style house, 
“they knew what they wanted.” And 
what they wanted, by and large, and 
what they needed, was the typical 
dressy Easter shoe of pre-war and ra- 
tioning years. 


Boston Business Up 5 Per Cent 


Pre-Easter business here followed the 
Usual pattern though the increase was 
hot as great this year as it was last. 
The reasons for this are two in number 
—the buying rush which preceded and 
immediately followed the rationing of 
Shoes, and the fact of rationing it- 
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self. A conservative estimate places the 
increase this year at about five per cent 
over last year, taking all grades of ra- 
tioned footwear into consideration. The 
increase in the sales of the unrationed 
play shoe types is impossible to esti- 
mate with any degree of accuracy, but 
undoubtedly it was large as play shoes 
in a normal economy have not been sold 
in-volume heretofore before the advent 
of really warm weather. Selling this 
year was earlier. 

Navy blue shoes have been the best 
sellers by far in all the better grade 
stores, and some merchants report a 
shortage looming in that color. There 
are reports that manufacturers have 
been returning re-orders on blue shoes 
with the explanation that they cannot 
be filled. Some merchants, whose blue 
shoe sizes have been shot by the de- 
mand, have been able to switch cus- 
tomers to tan shades for which the 
demand has not been so great. 


In patterns, open toe pumps and ox- 
fords have been by far the most pop- 
ular with older and younger women 
alike, although the demand for walking 
oxfords has not abated. These three 
types, it is estimated by more than one 
merchant, constituted about 60 per cent 
of the sales volume. 

It is doubtful whether the lower 
grade rationed shoes showed any in- 
crease over last year, though the stores 
carrying these grades, since they also 
handle the popular play shoes types, 
show increases comparable to those 
of the higher-grade stores. 


Rush Business in Chicago 


Although not comparable in volume 
in most stores to Easter of normal 
years, Chicago retail shoe stores and 
shoe departments did a rush business 
the final week before the holiday. Some 
stores reported volume near that of 
last year, while others reported it con- 
siderably below. Many stores had al- 
ready done their “Easter” business dur- 
ing the rationing rush. 

Dress shoes in particular were in 
demand during the final rush, and there 
proved to be many women who had not 
yet parted with their coupon 17. Blue 
shoes sold everywhere, the result, prob- 
ably, both of a desire to buy one last 
pair of such shoes and also because 
there had been considerable promotion 
on this color. In black the demand 


was, for the most part, for dressy type 
shoes—for pumps and sandals. A num- 
ber of black all-over spectators were 
sold, selected evidently because they can 
be made to serve both dressy and 

[TURN TO PAGE 39, PLEASE] 


















YOU GET A LIBERAL SHARE 
OF THE PROFITS 
WHEN YOU OPERATE A 
HEALTH SPOT SHOE SHOP 


Under the Health Spot Shoe 
Shop plan, you are stimulated 
to put forth your best efforts 
because your earnings increase 
in proportion to your capacity 
to produce. 


It is to your benefit to build 
up the store’s volume and prof- 
its for you are rewarded with 
a liberal share of the profits 
besides drawing a regular 
salary. 


It is to your own advantage to 
make the most of your ability 
and experience for you share in 
the results of your own efforts. 


If you are not making the kind 
of progress you would like to 
make and if you are ambitious 
to go places in the retail shoe 
business, here’s your opportu- 
nity. . 





Mr. Omer Yount 
MANAGER 


HEALTH SPOT SHOE SHOP 


271 Heger 
Jacksonville, Florida 


Mr. Yount has made remark- 
able strides in the short time 
that he has been in the Health 
Spot organization and he is en- 
joying the full benefits of the 
profit-sharing plan. 


MEN WANTED 
When vacancies occur due to 
men leaving for the service, we 
must have capable men to take 
over established Health Spot 
Shoe Shops. Send for your ap- 
plication blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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| wear, with the result that the life span of civilian foot- 


| 


“Composition Soles” 


[ CONTINUED FROM PAGE 24] 


wear has been cut down. 
To alleviate this situation and in order to maintain 
production in civilian lines it was necessary for manu- 


| facturers to develop or look for a sole material that 


| would serve the purpose of leather and yet be of non- 


| critical material. 


must be maintained too. 


The reclaimed rubber sole has been 
the result. 

This rubber situation also needs a bit of clearing up 
for the Customer who, as Mr. Average Civilian, might 
think it unpatriotic of the store to sell and the manu- 
facturer to make shoes with rubber soles when rubber 


| is such a critical war material, and who might curb 


his buying accordingly. 

Rubber was one of the first commodities which was 
Since the 
United States was the largest user of rubber in the 
world, this hit us hard. 
nation-wide scrap rubber drives for this material to 
help to offset the lack of pure rubber in the war effort. 
Mr. Average Civilian probably thought most of this 
scrap rubber would be used for tanks, guns, trucks, etc., 
for the army and contributed generously, with the re- 
sult that the scrap rubber pile grew to enormous 


subjected to curtailment for civilian use. 


The government sponsored 


dimensions, more than enough for actual war needs. 
Now there is the other side of the picture, the use of 
this scrap rubber to offset the lack of more critical ma- 
terials in the civilian. picture because the home front 
Sole leather is one of those 
materials considered by the government to be more im- 
portant to the war effort than this reclaimed rubber and 
if, through the use of the latter, a saving of the more 


| critical material can be made then it becomes a patriotic 


gesture to make, sell or wear these soles. 
. [TURN TO PAGE 43, PLEAS! 





Real Farm Boot for Real Woman Farmer 





One of the first shoes on the market to meet the need for 
a@ practical farm boot for women doing serious full-time 
farm work, this 5-inch boot meets the major requirements. 
It is made of sturdy elk leather with a 9/8 heel and a re- 
claimed rubber sole. It just covers the ankle bone, thus 
giving protection to the ankle and instep and supporting 
the foot on rough ground. Made with a protective toe 
boxing, it would be equally suitable for workers in ship- 
yards, for whom if has already been bought, and defense 
plant workers. It is from The G. H. Bass Co. 
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U. S. Launches Vast Shoe Buying Program 


Officials Open Negotiations in Boston for Purchases That May 
Exceed Ten Million Pairs to Distribute in 
Occupied Countries 


Boston, Mass.—Government officials 
acting for former Governor Lehman’s 
Office for Foreign Relief and Rehabili- 
tation Operations moved into the shoe 
industry on Monday of this week and ac- 
tively opened buying negotiations for an 
unspecified number of shoes to be used 
in furthering the work of that division 
of the State Department. Trade rumors 
placed the ultimate quantity to be 
bought at more than 10,000,000 pairs. 
Representatives of the Procurement 
Division of the United States Treasury 
Department, here to attend to the finan- 
cial end of the deal, refused to confirm 
this although it was intimated that the 
quantity eventually would be large. 

Included in the party, which, after 
its New England stay, will cover other 
shoe centers as well, were Donald Mc- 
Kay of the Treasury Department; 
Dewey Anderson and Mrs. Donald E. 
Lynch of the Office for Foreign Relief; 
Homer O. Rondeau, of the Leather and 
Shoe Branch of the War Production 
Board, and Harold Quimby of the Of- 
fice of Price Administration. 

Although it was specified in advance 
that only the more substantial types of 
shoes would be bought, at least for the 
present, manufacturers and_ whole- 
salers, hoping that this latest govern- 
ment buying program had been de- 
signed, at least in part, to relieve them 
of distress merchandise created by the 
rationing order, took samples to the 
Treasury Department office in the Park 
Square Building and offered them to 
the officials. They learned quickly that 
the immediate buying program will 
concern itself solely, and in the words 
of one of the officials, “with shoes that 
will be found suitable for foreign. use.” 


May |, 1943 


Specifications received by one manu- 
facturer showed that this immediate 
need was for staple shoes for men, 
women, boys, junior girls and children. 
Men’s shoes are to be blucher oxfords, 
women’s shoes of the plain pump type, 
boys’ shoes of the blucher type, junior 
girls’ of the blucher type with moccasin 
torepart, and children’s shoes are to 
be high-cut bluchers—all shoes with 
leather soles and uppers and carrying 
medium heel heights. Colors specified 
are black and brown. Only wide widths 
on broad-toe lasts are to be bought now. 

It was explained that these specifi- 
cations might not hold good throughout 
the carrying out of the entire buying 
program and that, in fact, sport shoes 
might possibly be added later and even 
some shoes with fabric uppers. 

The program which this group plans 
to carry out is divided into three parts. 
The first part is to secure quickly the 
fairly small quantity referred to be- 
fore. The second part is to survey the 
shoe industry and ascertain just what 
stocks of shoes are available which could 
be used for the relief of distressed peo- 
ple. The third part, it was intimated, 
might well be for the OPA representa- 
tives to see exactly how seriously cer- 
tain types of manufacturers have been 
affected by the ration regulations—how 
large a stock really is frozen. The pres- 
ence in the party of representatives of 
the OPA and WPB served to lend color 
to this intimation. 

The government party remained in 
Boston during the entire week begin- 
ning April 26 but it had not been de- 
termined early in the week which of 
the country’s shoe centers would be 
visited next. 


SATURDAYe 
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Heads Indiana Travelers 


INDIANAPOLIS, IND. — Clarence A. 
Partee, traveling representative of the 
llorsheim, Shoe Company in Michigan 
and Indiana, was elected president of 
the Indiana Shoe Travelers’ Associa- 
tion at the regular monthly business 





CLARENCE A. PARTEE 


and luncheon meeting in the Canary 
Cottage. Jack Newcomb, was elected 
vice-president; Rudolph Grosskopf, 
secretary, E. H. Boeldt, assistant sec- 
vetary and Ernest H. Smeltzer, trea- 
surer. 


New Buyer Appointed 


Boston, Mass.—Max Sherman, well 
known in the shoe trade, recently was 
appointed Boston resident buyer of 
shoes for the National Department 
Stores, succeeding Louis Feldman, who 
has been here for about ten years. Mr. 
Feldman has been appointed divisional 
merchandise manager of the State 
Street store of Goldblatt Bros. in Chi- 
cago, in charge of ready-to-wear, furs 
and shoes. 
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Winthrop Sales Force Gathers for Meeting 





Winthrop's sales force. 


Moseley, Skip Wright, and Harvey Conn. 


Left to right, back row: Bili Hopper, Clyde Clark, Lacey 


Front row: Russell Freund, Francis Doll, 


M. R. Shaffer, sales manager; Irving Butt, and Virgil Hartmann, office manager. 


Sr. Louis, Mo.—“You’ll get the 
D. T.’s while here.” This was the state- 
ment that greeted the members of the 
Winthrop sales force upon arriving at 
their hotel rooms in St. Louis for a 
semi-annual convention at headquarters 
recently. As a means of maintaining 
customer quotas for the Fall season, 
Winthrop chose this method of whetting 
the curiosity of their roadmen in their 
new composition sole, which was intro- 
duced during the convention. It is 
called Dura-Tuff. Since WPB ruled 
out use of leather soles on moccasin, 
wing tip, and mudguard types, Win- 
throp has introduced this new sole 
primarily on these styles. 

Containing a good ‘amount of long 
staple domestic cotton from the heart 
of Texas, its chief claim to superiority 
is that it will outwear the finest grade 
of sole leather... Winthrop salesmen will 
also show you by comparison that the 


old “floor marking” objection has been 
evercome. Other claims for this new 
sole include flexibility, heat and cold 
resistance, no stretching or spreading. 

M. R. Shaffer, sales manager, an- 
nounced that out of respect to Win- 
throp’s general manager, J. O. Rand, 
who has been away from his desk due 
te illness, the usual company banquet 
was called off. In its place a simple 
ron-ration dinner was given for the 
men, at which the national advertising 
program for Fall was outlined. It in- 
cludes advertisements in Collier’s in 
color, also the regular run of space in 
The Saturday Evening Post, and Es- 
quire. 

Winthrop’s men this season will leave 
their samples at home. In their place 
they will show the line with a com- 
plete set of photographs, thereby sav- 
ing space and handling in travel. 





War Ration Book 3 
To Be Issued by Mail 


WASHINGTON.— War Ration Book 
No. 3, which provides new stamps to 
replace those running out in existing 
books, will be distributed through the 
mails to more than 120,000,000 indi- 
viduals beginning late in June and end- 
ing July 21, it was announced recently. 
Under a plan worked out by Price Ad- 
ministrator Prentiss M. Brown and 
Postmaster General Frank C. Walker, 
the mailing of a simple post-card appli- 
cation will bring Book 3 to everyone. 
There will be no school-house registra- 
tion, such as featured the issuance of 
the first two ration books. 

Application forms, good for a single 
person or an entire family, will be 
dropped in every mail box by postmen 
between May 20 and June 5. The head 
of the house will fill out the cards, 
which are pre-addressed to OPA mail 
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centers, for the entire family and post 
them between June 1 and June 10. 
OPA mail centers will begin sending 
out the books late in June. 

Mr. Brown termed the direct mail 
plan a “great step forward” in his pro- 
gram to reduce the mechanics of war- 
time rationing to the simplest terms 
for the private citizen. At the same 
time he cautioned the public against 
the “rumors” that undoubtedly wil! 
gain currently regarding Book No. 3. 

“Active imaginations and busy ton- 
gues sometimes with quite definitely 
selfish motives in mind—will seize upon 
the issuance of Book No. 3 as a golden 
epportunity to spread a crop of ru- 
mors,” he said. “We will be reported 
making ready to ration clothing (al- 
though this one has been worn pretty 
threadbare), stockings, neckties, fresh 
vegetables, brooms, fish, or what have 
you. 

“I wish to warn the public in ad- 


vance. These rumors will have no 
foundation in fact and those who zre 
stimulated into panic buying by be- 
lieving such reports will be foolishly 
doing just what our cnemies want us 
to do. Book No. 3 is a replacement 
book. It contains a new supply of 
stamps to take the place of those now 
being used up. 

“If the war makes any more ratiun- 
ing necessary some time in the future 
you will be notified officially by your 
Government. In the meanwhile, step 
on rumors hard.” 

Involving as it does mor? than 120,- 
000,000 pieces of mail, the distribution 
of the application cards and of the new 
replacement books adds up to the big- 
gest single job ever handied by the 
Post Office. OPA mail centers, staffed 
by some 50,000 volunteers, will be set 
up in 35 sites selected fcr their stra- 
tegic location in terms of facilities for 
mail handling. 


Safety Award to Spaulding 


NortH ROCHESTER, N. H. — The 
Spaulding Fibre Company has been 
awarded a safety plaque from the 
Massachusetts Safety Council. This 
plaque was presented to the Counter 
Department “for recognition in safety 
of Spaulding Fibre Company, for ex- 
cellence attained in competition with 
330 industries employing 260,000 per- 
sons, in the Massachusetts Industrial 
Safety Contest.” 

In 1935 the Counter Department of 
Spaulding Fibre Company started a 
safety campaign under the direction of 
Ernest C. Blackwell, manager. Since 
that time and over an _ eight-year 
period, the company has worked 2,059,- 
336 man hours without a lost time acci- 
dent. 





Two Sons in Service 


EmMMAUS, Pa.—Walter M. Beers, shoe 
merchants, here, now has two sons in 
the armed forces. Albert S. Beers, re- 
ported recently to the Army Air Force. 
His brother, Walter, Jr., has been serv- 
ing in an Infantry Band at Fort Lewis, 
Wash. for the past year and a half. 


J. W. Roby with 
Crowley-Milner 


Detroit, MicH. — An _ important 
change has taken place in one of De- 
troit’s two leading department stores, 
with the appointment of J. W. Roby as 
buyer for the basement department of 
Crowley-Milner Co. He succeeds Al 
Hart, who resigned from the company. 

Mr. Roby has a long and successiul 
career in the shoe business already to 
his credit, coming here from a post 
as buyer at Rich’s, Atlanta, Ga., where 
he was for the past two years. Prior 
to that, he was with Rike-Kumler Com- 
pany, Dayton, in the same capacity for 
seven years, and before that, an 
assistant buyer with Mabiey & Carew 
Company, Cincinnati. 
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FOR 39 YEARS—THE MOST EFFECTIVE — 
RELIEF FOR WEAK ARCHES! 


No later efforts of Science were ever 
able to improve on its basic design! 






It has given count- 
less thousands of 
men and women 
relief from Weak 
or Fallen Arches 
and their atten- 
dant ailments. 











D© Scholls 








Has no equal for results in cases of Tired, Aching Feet, Weak or 
Fallen Arches, Rheumatic-like Foot and Leg Pains, Cramped Toes, Etc. 


The Foot-Eazer was the original 
invention of Dr. Wm. M. Scholl, in- 
ternationally famous Foot Specialist. 
Developed 39 years ago, it remains 
today unchallenged as the most 
effective Appliance for its purpose 
ever designed. 

Why? Because Nature’s every need 
for support of the arches, where sup- 
port is required to build up a fallen 
arch structure, is met completely by 
Dr. Scholl’s Foot-Eazer. 

By means of Dr. Scholl’s Arch Fitter, 
this world-famous Support can be 





FREE HOME STUDY COURSE 


Our Educational Department offers Shoe 
Dealers and their salespeople a free 
Correspondence Course on the fitting and 
Selling of Dr. Scholl's FOOT COMFORT 
Appliances. Write for enrollment blank. 
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molded to each foot’s individual 
nzeds to meet the nature and degree 
of arch depression existing in each 
foot — for no two feet are alike. 
Then, as the condition improves, 
Dr. Scholl’s Foot-Eazer can be pro- 
gressively raised until the arch is 
restored to normal, after which the 
Support no longer need be worn. 

It is because of these features of sci- 
entific design and precision in fitting 
that Dr. Scholl’s Foot-Eazer pro- 
duces these amazing results. No 
arch support or “corrective” shoe of 
one standard elevation to fit all feet 
can give such correction. 


BIG ADVERTISING CAMPAIGN 
PRODUCING RECORD RESULTS 


Between our forceful advertising 
campaign in leading national maga- 


zines, read by millions of foot arch 
sufferers, and the influence of over 
150,000 Physicians whom we are 
reaching through the Medical press, 
the sale of Dr. Scholl’s Foot-Eazers 
is growing by leaps and bounds! 
This big profit item (wholesale, 
$24.00 doz.—retail, $3.50), is needed 
by many of your customers. Don’t 
miss these opportunities! 


THE SCHOLL MFG. CO., Inc. 
Makers of Dr. Scholl’s FOOT COMFORT 
Appliances and Remedies for All Foot 







Troubles 
213 W. Schil ° 
— Dt Scholl's 
62 W. 14th St. 
New York T COMF 








SERVICE 





112 Adelaide St. 
E., Toronto 
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arked on the price tag. Shoes last longer, too. They mus 
ALLIED KID COMPANY, now more than ever, is keeping in 


h the women who buy shoes. To disseminate information o 


5 | 


le wise spending of Ration Coupon No. 17, and on the care o 
ne and worn shoes, ALLIED KID COMPANY speaks through tk 
ive ALLIED KIDS monthly in fashion publications. These Al 
KIDS represent five of the Allied Nations from which, ’ 


these perilous times, KIDSKINS come to our tanneries: 


209 South Street, Boston, Mass. 
100 Gold Street, New York, N. Y. 
* Huntingdon and Fairhill Sts., Philadelphia, Pa. 
_ 519 West Huntingdon Street, Philadelphia, . 
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Good Easter Business 
Reported by Retailers 


[CONTINUED FROM PAGE 33] 


tailored purposes. High colored shoes, 
namely reds and greens and some in 
the pastel shades, sold in comparison 
just about as they do normally. With 
the exception of the lower priced goods, 
there has been little promotion and ad- 
vertising of high colors, however. The 
children’s shoe business was especially 
good for the two weeks prior to Easter, 
many parents using this occasion to 
spend Coupon 17. In fact, in several 
downtown departments, buyers reported 
that the pre-Easter rush for children’s 
and young people’s shoes was as great 
in volume as in previous years and 
compared with the first rationing rush 
for adults. Men’s shoe business was 
also good, especially in the higher price 
range. 

Prior to Easter week there were 
several outstanding promotions of 
blues. Marshall Field & Co., illustrated 
open-back and open-toe platform pumps 
and sandals and suggested them for 
wear with a shantung suit of “one of 
the new object prints.” Carson, Pirie, 
Scott & Co. offered blues in the Budget 
Shop, referring to them as “Sandals 
and pumps that look like Easter prom- 
enading and gay times—shoes you'll 
enjoy when you part with Coupon 17.” 
“Of Course You’re True to the NAVY” 
was the theme used by Mandel Broth- 
ers in a combined glove and shoe pro- 
motion. Shoes chiefly featured were 
gabardine. 

A number of promotions continue to 
stress the importance of comfortable 
walking shoes. Marshall Field & Co. 
featured “Low Heel-ers for a Smooth- 
Going Easter Morn” and described 
them as “not too tailored for your 
Easter best... . not too dress-up for 
your workingday suit.” 


Milwaukee Sales Good Despite 
W eather 


Despite rationing and chilly weather, 
pre-Easter shoe business in Milwaukee 
was reported generally as being good. 
Department stores sales for a recent 
week rose 31 per cent over the same 
week a year ago, according to the Fed- 
eral Reserve Bank of Chicago, and 
shoe sales shared in this business. 


For the two weeks before Easter 
sales gained 11 per cent over the same 
two weeks a year ago, while for the 
four weeks before Easter a 5 per cent 
increase was noted over the same 1942 
period. 

The moderate priced stores especially 
reported brisk business in unrationed 
shoes with women apparently deter- 
mined to assure themselves of a good 
supply of these for several Springs 
and Summers to come. In the higher 


priced brackets some whites were ad- 
vertised, but there was no marked de- 
mand for them. Matching ensembles of 
bags and shoes were promoted with con- 
siderable success by some stores. 
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past year. 








| for the duration. 





In appreciation 





-, We are extremely grateful to our 
many old customers and new ones too, 
for the business we have received the 


* Wun unable to render the same 
type of service that has distinguished 
Air-Tred Shoes because of war-time 
restrictions, the patience and coopera- 
tion so generously displayed by our 
many accounts, has proven most help- 
ful under existing conditions. 
sincerely trying to allocaté and dis- 
tribute our present production as fair 
and evenly as we possibly can to protect 
our many accounts in the shoe field. 


? We appreciate the many letters we 
have received complimenting us on 
the shoes we have produced the past 

six months under most trying condi- 

tions but again we repeat to our many 
new friends—we sincerely regret that 
we cannot add any more new accounts 


AIR-TRED SHOE CORP. 


AUBURN, MAINE 


We are 








BUY BONDS * BUY BONDS * BUY BONDS * BUY BONDS 











Numbers featured by the Grand in- 
cluded “sling pumps of navy gabardine 
with platforms and bows of faille, 
mated with a pouchy bag of navy faille 
with broad top handle,” and “spectators 
of navy gabardine with pert box toes 
and heels of calf, paired with a simple 
underarm bag of matching gabardine.” 

Besides gabardine, blue, brown and 
tan calf weré strong numbers with a 
good sprinkling of crushed kid. An- 
ticipating the more rigid standardiza. 
tion of footwear in styles and colors 
to come, women have been concentrat- 
ing on purchasing those fabrics, styles 
and colors which they have been told 
will be off the market before long. 

A shortage of competent sales people 


continues to hamper many shoe dealers 
and in some instances men’s shoe stores 
have turned to engaging young ladies 
as a solution to their problem. Re- 
tailers and wholesalers, in an effort to 
maintain their present help, have in 
many instances been obliged to increase 
salaries as evidenced by a report of the 
Wisconsin industrial commission, which 
shows that the average hourly wage 
of retail workers in the state in Feb- 
ruary of last year was 53.4 cents. This 
February the figure was up to 58 cents. 
Wholesalers, who were paying 72.2 
cents an hour in the second month of 
last year, boosted that to an average of 
81.5 cents this year. 

[TURN TO PAGE 41, PLEASE] 


39 


EES” at 
a > 


rae = 


SS 


re 


f 


"< 





a, 





at li i ee ie i i i 


Moccasins 


or or or me Ae ee | 











me Men's, Boys’, Ladies’! | 


<< -30 Prag | 


| ARNOFF SHOE CO. INC., 101 Duone St.,N.Y.C, SHOE CO.,INC., 101 Duane S#.,N.Y.C. 
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Women's Shoes 
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High Heels 

K 3454 Black Patent 

Leather Plain Vamp 
3452 Black Patent 

Leather Perforated 

Vamp | 

M 3424 Blue Smooth 

Leather Perforated 

Vamp 

T 3422 Tan Smooth 


Girdle 
Pump 


Leather Perforated 
Vamp 

W 3452 White 
Smooth Leather Per- 
forated Vamp 
Cuban Heels 

K 3450 Black Pat- 
ent Leather Perfo 
rated Vamp 

T3425 Tan Smooth 


Leather Perferated 
amp 

W 34598 White 
Smvoth Leather Per- 
forated Vamp 

$2.00 Less 5% 30 days 
Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 


311 W. MONROE STREET 
CHICAGO, ILL. 
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Children's Shoes 
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The C. A. Haines 
Shoes for Children 
IN STOCK) 






508 S. Peoria St. Chicago | 
also carried in | 

Shee Ce., 8. Fi 
251 W. Jefferson St., Tigttt €. Gotumbla ot | 
Detreit Fort Wayne, | 
Jayson Shee Co. « Les A Cal. | 





Dates to Remember 


Fall Opening Show, Shoe Travel- 
ers’ Association of Chicago, He- 
tel Morrison, Chicago, IIl. 
May 1, 2, 3, 4, 1943 
Northwestern National Shoe Travel- 
ers’ Show, Dyckman Hotel, Min- 
neapolis, Minn. May 2, 3, 4, 1943 
Midwestern Shoe Travelers’ Fall 
Paxton Hotel, Omaha, 
May 9, 10, 11, 1943 
Fall Style Show, Southwestern Shoe 
Travelers’ Association, Adolphus 
and Baker Hotels, Dallas, Texas. 
May 11, 12, 13, 14, 1943 
Fall Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. May 16, 17, 18, 1943 
Fall Shoe Show, Pacific Northwest 
Shoe Retailers’ Association, 
Portland Hotel, Portland, Ore. 
May 29, 30, 31, June 1, 1943 
Annual Fall Shoe Convention, Mid- 
Continent Shoe Travelers’ Asso- 
ciation, Skirvin Hotel, Okla- 
homa City, Okla. 
May 30, 31, June 1, 1943 





Joseph Moskow 


Cuicaco—Joseph Moskow, buyer of 
women’s shoes in the regular fifth floor 
shoe department at Mandel Bros. died 
recently at Michael Reese Hospital. He 
had been ill for about three weeks. His 
widow, survives. Funeral services were 
held at Rochester, N. Y. 





Named Shoe Division 
Chairman in Fund Drive 


New YorRK—Max L. Friedman, Beck 
Shoe Co., and Ward Melville, Melville 


Shoe Co., have agreed to serve as 
honorary chairmen, together with 
Murray M. Rosenberg, as chairman, of 
the Boots and Shoe Division of The 
Greater New York Fund Campaign, it 
has been announced by Jack I. Straus, 
president of R. H. Macy & Co., chair- 
man of the Manhattan Commerce and 
Merchandising Section of the Fund. 

In agreeing to serve as chairman, 
Mr. Rosenberg expressed confidence in 
the loyalty of the industry for the 
Fund, an annual appeal directed ex- 
clusively to business concerns and em- 
ployee groups on behalf of 406 volun- 
tary hospitals, health and welfare 
agencies. 


Celebrate Golden Wedding 


ROCHESTER, N. Y.—For F. R. McGee, 
vice-president of the Schelter Last Co., 
Inc., and Mrs. McGee, Easter Sunday 
was their Golden Wedding day. The 
event was commemorated with a family 
gathering at their home, with children 
and grandchildren present. 

Mr. McGee has been modeling and 
manufacturing lasts for 55 years and 
is one of the best-known men in the 
business. 





Receives Army Promotion 

STAUNTON, Va. — Harry Lovett, 
owner of Lovett Brothers Shoe Stores 
in Winchester and Staunton, Va., and 
now with the Quartermaster Corps at 
Camp Lee, Va., was promoted recently 
from first lieutenant to captain. He 
is in charge of the Canvas and Web- 
bing and Upholstery Repair Schools at 
this Replacement Training Center. 

Captain Lovett, who attended schools 
in Baltimore, Md., is sole owner of 
Lovett Brothers stores. 





American Soles 


on Guadalcanal 





During his recent visit to Guadalcanal, Secretary of the Navy, Frank Knox, kept 

his eye on the opposing Jap forces. Of interest to shoe rebuilders is the fact that 

Secretary Knox is wearing PANCO soles and heels, as protection against the abro- 
sive qualities of the Solomons terrain. 
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Good Easter Business 
Reported by Retailers 


[CONTINUED FROM PAGE 39] 


Although retailers have asked the 
public to shop early in the week and 
during the mornings if possible, to re- 
lieve the strain on their sales staffs 
and permit them to render better ser- 
vice, the bulk of the shopping here con- 
tinues to be done on Saturdays. 


Avalanche of Sales in Rochester 


Easter buying in the shoe stores, 
hesitant and cautious at first, gained 
momentum as the day approached, 
reaching a climax that amounted to 
an avalanche of sales. 

Here are familiar quotations from 
prospective women buyers of three 
weeks or so ago: “I don’t know just 
how these would go with my suit,” 
“Can’t make up my mind today about 
what color shoes I want,” “I am not 
sure I want to give up a coupon for 
these.” 


They went from one store to another 


trying on footwear—with sales fairly 
frequent. But, for the week or so be- 
fore Easter, it was different. They 
went into shoe stores with determined 
looks in their eyes, with money and 
with coupons in their purses. 

They had decided to buy and to do 
it right away. Shoe store owners and 
their associates tried to wait on them 
all at once, but they were swamped 
with customers and orders. Still, it 
was a joyous séason in the shoe stores, 
with but one sad feature in the news; 
there wasn’t nearly enough of shoes. 


Whites Sold in Houston 


Shipments of white shoes, long de- 
layed this Spring for most shoe stores, 
were received here in time for Easter 


buying, which was unusually heavy 
this year. No shortage of coupons was 
apparent; in fact, several shoe men 


expressed themselves as amazed that 
so many were being presented. Easter 
week was a short buying week, since 
April 21, San Jacinto Day, was a State 
holiday, but this made little difference, 
particularly among the juvenile trade, 
most of whose shopping was completed 
on the 18th, the second Saturday be- 
fore Easter. ‘ 

Clark Juvenile Shoe Stores, in par- 
ticular, were forced to close their doors 
on the 18th when the store filled with 
customers and a long line of children 
and mothers awaited their turns on the 
pavement when the crowd inside thinned 
out. One clerk stood at the door to pre- 
vent overcrowding. 

Elk-finished leather was the big news 
for the younger trade, while white 
calf, buck and doeskin, the latter fea- 
tured with matching bags, were the 
popular sellers for adults. Stocks of 
Spectator pumps, always a great favor- 
ite in brown and white, ran extremely 
low in broken styles and sizes. All of 
the stores located on Main Street were 
crowded at all hours. 
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by featuring the shoes that have always 
been known for durability, style and 
comfort — Krippendorf Foot 
Shoes. 


Nationally advertised 
Mademoiselle, 
Ladies’ 


Home Companion, The Instructor. 


~ KEEP EM HAPPY 


with 





FOOT REST 


y SHOE A 
thieiexie! 





HIS year make sure that you keep 
every one of your customers happy 


Rest 


Trim. Feminine. Smartly styled to 
make every glance linger longer, yet 
so amazingly comfortable and so sur- 
prisingly durable that women every- 
where say Krippendorf Foot Rests are 
the shoes “to work in, play in, live in.” 


in Vogue. 
Good Housekeeping, 


Home Journal, Woman’s 


6-95 to 7-95 


Slightly higher west of Denver 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 
New York Showroom — Marbridge Building 


el Es 


To Hold Dinner 


New YorK.—A dinner, sponsored by 
the Shoe and Allied Trades Division 
of the War Emergency Campaign of 
the United Jewish Appeal will be held 
Wednesday evening, May 12th, in the 
Green Room of the McAlpin Hotel, 
here. The affair is in behalf ef the 
Joint Distribution Committee, the 
United Palestine Appeal and the Na- 
tional Refugee Service. 

Henry Montor will be guest speaker. 

Max L. Friedman is honoray chair- 
man of this division, and Samuel G. 
Staff is chairman. Co-chairmen are: 


Benjamin Kellner, David J. Cohen, 
Samuel A. Schneider, Louis Fried, 
Stanley Weiss and Maurice Miller. 





Purchases Shoe Store 


TAYLORVILLE, ILL.—Paul Rozanski 
has purchased Esslinger’s Shoe Store, 
here. This store is the oldest shoe 
store in Christian County, having been 
opened in July 1905. 

Mr. Rozanski has been connected 
with the store since 1914. No changes 
in management are contemplated, but 
the store name has been changed to 
Paul’s Shoe Store. 
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STEEL TOE 
SAFETY SHOES 











COMPA 
Holliston, Massachusetts - 
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Men's Shoes 











li di i ie le te 


Golf Shoes | 


ete i ie a ee | 


BUY WAR SAVINGS BONDS AND STAMPS 
RE 
$360 seca 


AT ONCE 
DELIVERY 









* Brown Elk Uppers | 
* Color Combinations | 
* Goodyear Welt 


OTHER GOLF SHOES 


Mon’s No. 2160 & 2161 ............. . $3.95 
Ladies’ Ne. 2140-2141-2142 ....000 3.60 | 


Send for Catalog—ASCO ATHLETIC FOOTWEAR 


Style #2165 
Sizes 6-12 





ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 








To Manage College Shop 


Los ANGELES, CALIF.—Ray Wise is 
now manager of Bullock’s Downtown 
Collegienne Shoe Shop. He succeeds 
Park Down who is now in the Army. 
Mr. Wise comes here after making 
a successful reputation as shoe buyer 
for the Palace Department Store of 
Monroe, La. 


42 


Unrationed Play Shoes Get Attention 





New York.—Play shoes were a source of great interest to New York women on 
the hunt for unrationed shoes. The little colored bootblack casts a speculative 
eye at the shoes of the women before him. 





New Rulings on 
Ration Currency 


WASHINGTON, D. C.—No shoe dealer 
may purchase shoes with ration cur- 
rency until all past ration currency 
debts are satisfied, the Regional Office 
of the OPA announced on April 26th. 
From February 7th, when shoe ration- 
ing began, to April 25th, the OPA ex- 
plained, members of the shoe trade re- 
ceived from their suppliers rationed 
shoes on ration currency credit. From 
April 26th on, under the shoe ration- 
ing order, no new shoes which are ra- 
tioned may be purchased with ration 
currency until those ration debts in- 
curred have been discharged. These 
debts must be satisfied by May 6th. 

The OPA pointed out that a shoe 
store may not use ration currency on 
hand to buy new rationed shoes until 
it has first discharged all ration cur- 
rency debts. 

Also, effective April 26th, no member 
of the trade may ship to another mem- 
ber of the trade rationed shoes unless 
he first receives ration currency to cover 
the shipment. 


Henry A. Hobstetter 


HAGERSTOWN, Mp.—Henry A. Hob- 
stetter, superintendent of The Hagers- 
town Shoe & Legging Company, died 
at his home here recently after a pro- 
longed illness. 

Mr. Hobstetter was born in Ports- 
mouth, Ohio, and at the age of four- 
teen entered the employ of the Selby 
Shoe Company, remaining there for 
approximately twenty years. He re- 





signed in 1921 to accept the position 
of superintendent at the Lape & Adler 
Shoe Company of Columbus, Ohio, and 
served in that position for fourteen 
years. In 1935 Mr. Hodstetter became 
associated with The Hagerstown Shoe 
& Legging Company as superintendent, 
and held this position until his death. 

Mr. Hobstetter performed his tasks 
with an enthusiastic devotion that will 
long be remembered and cherished by 
his many friends, who will hold his 
memory in highest esteem. He was 
married to. Laura Christman, and in 
addition to his wife leaves four chil- 
dren, Evelyn M. Hobstetter, Mrs. 
Charles Bentzel, and Frank W. Hob- 
stetter, all of Hagerstown, Maryland. 
and Mrs. E. S. Chodd, of Chattanooga, 
Tennessee. Surviving also are five 
brothers and four sisters of Ports- 
mouth, Ohio. 

Mr. Hobstetter was a member of the 
Masonic Order, being a 32nd degree 
Mason, and a member of Saint John’s 
Lutheran Church of Hagerstown, Mary- 
land. 


Appointed to New Post 


CuicaGo—Louis Feldman has _ re- 
cently been appointed to the newly 
created post of divisional merchandise 
manager of women’s outer apparel and 
women’s, men’s and children’s shoes at 
Goldblatt Bros. Mr. Feldman was pre- 
viously associated with the National 
Department Stores and prior to that 
had been a buyer for Filene’s and Gil- 
christ Co., Boston, Hahn Department 
Stores, and O’Neill’s Baltimore. 
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5 “FIT",? 
Stock No. 1921 


any other shoe made. 





TREDMOR LAST 
For wide, spready feet 
with rotating heels and 
low insteps. Will fit more 
types of weak feet than 


40 Other Styles In Stock 


THE MILLER SHOE CO. 


HEALTH SHOEMAKERS 
CINCINNATI, OHIO 


a, 














With shoes rationed, you have TWO jobs to 


ore do. To sell shoes—and to make shoes /est 








HANDY FORMS 


(earried in stock) 
for efficient store operation 


2 Inventory Pads (100 sheets) 7106 
Sales Record Slips: Form D 
per pad (100 slips) 
Refund Record Slips: Form E 
per pad (50 slips) 
Customer Record Cards: Form F 
100 (Size 5"x3”) (500 @ $6.25; 
1M @ $10.00) 
Ceiling Price Stickers (1452 per book) 
(2 books @ $3.50) 


MERCHANTS SERVICE DEPT. 
209 S. STATE ST., CHICAGO 


$ 50 


25 


AS 


1.50 
2.00 


longer. Your customers will want te know how 
to make their shoes give months of extra v. ear 
—how to preserve their original beauty. 





The answer, for white leather shoes, is 

Vi-O-Co Shoe Cleaner. Every time you sell 

white shoes—sell Vi-O-Co. It not only whitens 

(and doesn’t rub off) it actually penetrates the 
leather—keeps it clean, soft and pliable. 

Write today for full information about Vi- 

O-Co—the professional cleaner and preservative 


for white shoes. 
For all street and dress 
shoes, sell Mel-O-Wax. It 
cleans, protects, preserves, 
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Tue U.S. Mint and Winthrop ‘are_in the same boat 
Hitler, Hirohito & Co. have forced both to use 
in the making of thew quality products 


This season Winthrop is introducing its new Dura-Tuff 
composition soles. These soles make » possible for us co 
give you 30°, more shoes than would otherwise be available 


We can’t vouch for the way the new penny will wear, 
but we can promise that Winthrop’s new Dura-Tuff 
composition soles will outwear even the cop grades of 
leather soles. 


I'll be around to see you soon with the cew Winthrop 


line for Fall 


Remember, in spite of changes, in Winthrop shoes as in 


the new penny, the value ss still there 





WINTHROP SHOE COMPANY: ST LOUIS 


Division of International Shoe Company 


(nc 











‘““Composition Soles” 


[CONTINUED FROM PAGE 34] 


Now don’t get the idea that every so-called “patriotic 
gesture” calls for a sacrifice. The fact is that these rub- 
ber soles have real and definite advantages over leather 
soles, particularly so in the case of the leather available 
for civilian footwear today. 

Many things have been said about bad features of this 
sole, so many in fact that they have acquired an unjusti- 
fied reputation. The only black mark against them—and 
it is literally that—is their tendency to mark up floors. 
This problem has been solved to some extent and, given 
time, we have no doubt it will be entirely eliminated. 

On the credit side are four important features—their 
flexibility, insulation properties against heat and cold, 
their imperviousness to water and dampness and their 
proven wearing qualities. 

Of the first two there need be little said; both are well 
known characteristics of rubber soles. Of the third fea- 

[TURN TO PAGE 48, PLEASE] 


New pennies and new soles for wartime economy are 
dramatically compared in Winthrop’s promotion piece 
shown here. One of the new pennies and a miniature 
cutout sole of the new rubber material were pasted 
on the sheet. 





VITALEX PROCESS CO., 429 N. 13th St., Philadelphia, Pa 
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Bowling Shoes 
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$ 90 cquene auees 
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2 
IMMEDIATE DELIVERY 
Right foot rubber sele 
Left 


SEND FOR 


Ne. 734 Lw CATALOG 





ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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Shoe Bags 


6 er ee 


SCOTTIE PLAIDED 
Shoe Bags 


Announcing the new Fibre twelve 
pocket Shoe Bag in a combination 
of attractive colors. 

A priority free item that can be 
merchandised for the duration. | 


Price $13.20 per Dozen 
A. J. BERGREN CO. 


Shoe Supplies and Specialties 
323 W. Monroe St. Chicago, Ill. 
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TOLMAN- DAVIDSON 


—ADVERTISING PREss 
BROCKTON, MASS. 








Shoe Man Joins 
Exclusive Group 


New YorK—John Moran, of the 
Moran Shoe Company, Carlyle, IIl., 
manufacturers of Wee-Walker infant’s 
shoes, joined the ranks of the exclusive 
“hole-in-one” members last week, with 
a single shot on a 135 yard hole—and 
over a water hazard at that—at the 
Sound View Golf Club, Great Neck, 
Long Island. 

Attesting to this hole-in-one were 
the three other members of his four- 
some, Dr. Feminella, Paul Wyle and 
Harry J. Woods, of G. R. Kinney Com- 
pany, who writes us of the event. 
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STYLES IN STOCK | 


All reg. combination seles | 
foot leather sole | 


Former Shoe Man Now in 
Naval Air Service 


BROCKTON, Mass.— Word has been 
received here that Miles Baker, for a 
number of years the Mid-West repre- 





MILES BAKER 


sentative of Field and Flint Company, 
manufacturers of men’s shoes, has com- 
pleted his training period at Quonset 
Point, R. I., and has been commissioned 
a lieutenant junior grade in the U. S. 
Navy. Lt. Baker has been assigned to 
duty at the Naval Air Station near 
Corpus Christi, Texas. 





St. Louis Production 
Up 2 Per Cent 


St. Louis, Mo.—Preliminary figures 
on shoe production for the 8th Federal 
Reserve District show an approximate 
increase of 2 per cent for March over 
February 1943, and a decline of 10 per 
cent under March figures for 1942. The 
total production for the first quarter of 
43, in the preliminary estimate, is 8 
per cent less than the first three months 
of 1942. 


Goodyear Presents 
Radio Program 


New YorkK—The Goodyear Tire & 
Rubber Company has returned to radio, 
after an absence of almost ten years, 
with a brand new program of music and 
drama entitled “Salute To Youth.” The 
half-hour show is heard over more than 
115 stations of the NBC network, coast- 
to-coast, Tuesday evenings, 7:30 P.M. 

W. L. White, ace war correspondent 


and author of “They Were Expendable,” 


“Journey For Margaret,” and “Queens 
Die Proudly,” is master of ceremonies, 
and he presents the “Service Story of 
the Week,” a dramatization of some 
heroic war episode, played by a cast of 


actors with Barry Kroeger as narra- 
tor. 


Raymond Paige, the noted conductor, 


directs the “Young Americans,” an 
orchestra of 40 youthful musicians, 
the Goodyear Chorus of 12 young men, 
and Nadine Conner, golden-voiced so- 
prano of radio and the Metropolitan 
Opera. 


A novel feature is the brief introduc- 
tion each week of a Goodyear technician 
who has distinguished himself in one 
of the many fields of war production 
now occupying the 90,000 Goodyear 
employes. Ben Grauer is the announcer 
for “Salute To Youth,” which spot- 
lights the way American youth is han- 
dling the diffichlt responsibilities of to- 
day. 





N. Y. State Retailers’ 
Meeting June 20th 


RocHESTER, N. Y.—Directors of the 
New York State Shoe Retailers’ As- 
sociation will hold their annual meet- 
ing at Syracuse, Sunday, June 20. 
Ernest N. Park of that city will make 
hotel arrangements for the event. 

Under the unusual conditions of war 
emergency, which make it inadvisable 
to hold a convention, directors will 
gather to consider problems in shoe 
merchandising which are as new as the 
conditions out of which they came. 

The association is performing a new 
service for its members through the 
work of its Problems Committee, and 
its extension will be one of the matters 
to be taken up, which will also include 
rationing, limitation of styles, and so 
forth. 

An OPA official will be asked to at- 
tend the meeting and explain new gov- 
ernment rulings. 


State Street Stores Contribute 
To Bond Drive 


Cuicaco — John O’Connor, Jr., of 
O’Connor & Goldberg, represented his 
firm, one of twelve State Street stores, 
in a special War Bond Drive ceremony 
recently. C’Connor and Goldberg, to- 
gether with eleven other stores turned 
over to the Chicago Metropolitan Com- 
mittee for the Second War Loan Drive 
checks totalling $6,300,000 as _ their 
contribution. On Dec. 29, 1941, just 
after Pearl Harbor, State Street stores, 
approximately the same group, bought 
$650,000 in bonds, so that this purchase 
represented an increase of nearly 1,000 
per cent. 


Sewell Heads Burns Cuboid 


SANTA ANA, CALIF.—At a meeting 
of the stockholders of Burns Cuboid, 
Inc., held in this city, the following 
officers were elected: James H. Sewell, 
president and general manager; T. W. 
Phillips, H. E. Barber and Walter Mc- 
Vickar vice-presidents; E. W. Elmore, 
secretary and treasurer, with Clyde C. 
Domning, as general counsel. Most 
satisfactory sales and production re- 
ports were made. 

A new Cuboid department was opened 
in the Rodder Shoe Store, Fresno, 
Calif., with Arthur Escola, one of 
Fresno’s most popular shoe men, in 
charge. It was also announced that 
Cuboid departments are to be opened 
in the Lane Bryant stores in both Chi- 
cago and Philadelphia in May. 
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Sold his season’s quota in two 
weeks. His manufacturer uses" 




















COLONIAL 


FINISHED 
SOLE SPLITS 


because their good looks, longer 
wear, and lower costs make his 
stitchdowns and American Welts 
easier to sell. If you haven't 
seen Colonial Finished Sole 
Splits, write for samples. You'll 
be surprised. 


COLONIAL TANNING CO. 
BOSTON, MASS. 


elso producers of work shoe splits 
and Colonial Potent 
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The Editor’s Outlook 


[CONTINUED FROM PAGE 16] 





direction of materials to plants and 
management capable of efficient eco- 
nomical utilization in terms of war-hour 
use, than to see Washington authority 
stumble and fumble a proposition that 
cannot achieve the wartime economy of 
materials, 

We are not fighting a battle for pres- 
ervation of the status-quo of style as a 
commercial promotional incentive, but 
rather to face the common sense of 
climatic styles, as well as human con- 
ditions as they actually exist in this 
wide and free, brave and working, fight- 
ing nation of Americans. 

The shoe trade has almost literally 
accepted Cal Coolidge’s axiom: 

Eat it up, Wear it out, 

Make it do, Do without. 

Along comes war model standardiza- 
tion, and we might improvise: 

Complicate it up, Stale it up, 

Make it un-usable, Do not buy it— 


In other words—let it lay on the 
merchant’s shelves. 


Wood Soled Shoes in Demand 


CHICAGO—Wooden sole shoes are in 
heavy demand, especially since ration- 
ing went into effect, according to Dewey 
Williams of Curtis-Stephens-Embry. 
At the last monthly show of the Chi- 
cago Shoe Traveler’s Association, he 
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Attends Army 
Exchange School 


ALLENTOWN, Pa.—Lt. Milton Ep- 
stein, former president and treasurer 
of Self Service Shoe Stores, Inc., op- 
erating stores in Pennsylvania and 
New Jersey, is attending the Army 
Exchange School, Graduate College, 





LT. MILTON EPSTEIN 


Princeton, N. J. This school is one of 
the most unique among the varied edu- 
cational institutions sponsored by the 
Army. The classes consist of commis- 
sioned officers who were leading mer- 
chandise and retail men in the business 
world. Their mission is to see that our 
boys overseas get some of the conve- 
niences that they enjoyed while at 
home. 

Lt. Epstein is a graduate of the Uni- 
versity of Pennsylvania and was com- 
missioned upon completion of the O.C.S. 
course in‘ Chemical Warfare at Edge- 
wood Arsenal, Md. 

He is still a faithful reader of Boor 
AND SHOE RECORDER. 





reports, these were readily accepted by 
retailers seeking non-rationed merchan- 
dise for their customers. Retailers 
report they are being bought not only 
by high school and college girls, but by 
housewives, especially, who are wear- 
ing the wooden soles to save their reg- 
ular shoes. 

Mr. Williams, who has purchased a 
farm near Wheaton, IIl., is going to 
spend his spare time tilling the soil and 
helping the Food for Freedom fight. 





New Indiana Resident Agent 


MADISON, IND.— George R. Metford 
has been named the new Indiana resi- 
dent agent for Air-Kushin Shoes, Inc., 
an Ohio corporation. 
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Move Plant to 
Larger Quarters 


Los ANGELES, CALIF.—The Ted Saval 
Co. have moved their manufacturing 
plant from La Brea Avenue to a more 
central downtown building at 822 Wall 
St. This move gives them more needed 
floor space. Jack Rogers is now out 
with the Fall line in the Eastern ter- 
ritory, according to plant manager Sid- 
ney Schwartz. 





Contribute to 
Full Page Bond Ad 


PAWTUCKET, R. I.—Cooperating with 
other retailers of this city, Economy 
Shoe Store, Marvel Shoe Store, Morton 
Shoe Stores and Modern Shoe Stores 
contributed to pay for a full page of 
war bond advertising in the Pawtucket 
Times. The advertisement launched the 
current bond campaign in this city. 





To Manage Lowell Store 


PAWTUCKET, R. I.—Irving Finkle- 
stein, previously manager of the shoe 
department at New York Lace Store 
in this city, has been appointed man- 
ager of the Morton Shoe Store at Low- 
ell, Mass., where he succeeds A] Levin, 
who has been inducted into the U. S. 
Army. Mr. Finklestein is succeeded 


by Morris Mills who comes from a New 
Bedford, Mass., shoe store. 








HELP WANTED 


FOR SALE 





A TIENTION. RETAIL SHOE SALES 

MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. bility to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap- 
italize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave- 
nue, Danville, Illinois. 


S HOE SALESMAN. THE SCHOLL MFG. 
CO., INC., world’s largest makers of Foot 
Aids, offers exceptional opportunity for a man 
dratt exempt, seeking permanent position. Shoe 
sales experience necessary; good salary while 
in training; broad opportunity for advancement; 
vacations with pay; group insurance. Gool 
character and reference required. Write O. R 
Forberg, 213 W. Schiller St., Chicago, Ill. 


W ANTED IMMEDIATELY good all-around 
shoe salesman; sober; industrious and 
honest; draft deferred. References, good salary 
and commission and good opportunity right 
man. HARRY BELLOWS, care John Da 
ziger, Inc., Montgomery Alabama. 











LINE WANTED 


PEN for Hieh Grade Line WOMEN’S 

SHOES. Above draft age, thirty years 
shoe experience on road. Acquainted exten 
sively Middle West territory especially Pitts- 
burg, Cleveland, Cincinnati, St. Louis, Chicago, 
Detroit, Kansas City and good sized towns in 
between, References no end, available at ance. 
Address #770, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 








PARTNER WANTED 


PARTNER WANTED to an exclusive Red 

Cross Shoe Store in New Jersey. $5,000 
required. Address #771, care Boot & Shoe 
ol 100 East 42nd Street, New York, 








FOR RENT 


SHOE DEPARTMENT 
FOR RENT 


Shoe Department in Smart Specialty 
Shop, City of 18,000 — 100 miles from 
Washington and Baltimore. Gold Cross 
and Rhythm Step agencies. Over 
$27,000.00 volume last year and in- 
creasing. Net $7,000.00. Government 
building PERMANENT hospital. Not 
necessary to buy present stock. Un- 
usual opportunity. 

Address 773, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York, N. Y. 

























RCH SUPPORTS—Custom made, flexible 

all leather covered longitudinal and metatar- 
sal, all sizes men’s and women’s (80 pair) 
Heel Pads, Walk Straights, Heel Cushions (3 
gross) Retail value over $500.00 First $50.00 
takes all. LEON’S, 2321 Allen Street, Allen- 
town, Penna. 


L ADIES NOVELTY SHOE STORE retail- 

ing shoes at $4 and $5. 100% location on 
principal thoroughfare. Volume $75,000. Rental 
adjustable to present standards. Owner’s draft- 
ing imminent. Cash transaction. Address #772, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y 





WANTED TO PURCHASE 


SELL US 


FOR CASH 


YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
OR WIRE .. WE can give as reference 
any of the 15 leading St. Louis factories 
M. K. WEIL SHOE Co. 


1326 Washington Ave., St. Louis 


















POSITION WANTED 


OUNG MAN, 35 years old — draft exempt, 
thoroughly experienced in retail shoe busi- 
ness, capable and efficient in store and chain 
management. Address #774, care Boot & Shoe 
Recorder, 1(¢0 East 42nd St., New York, N. Y. 





Dedicate Service Flag 


SOMERSWORTH, N. H. — The Somers- 
worth Shoe Co. has dedicated a service 
flag bearing 42 stars, including a gold 
one for Valmore Lessard, in honor of 
men from the plant who have entered 
the armed forces. 








WANTED TO PURCHASE 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidencé to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 








, 
WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Stetson, Red Cross, Nunn-Bush, Etc 


IRWIN RUBIN 
“The House of Jobs’”’ 
S98 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 











WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


N. 4th St 
Phone MARket 1666 


Philadelphic, Pa 








SELL YOUR SURPLUS STOCKS 
to 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 

















Rev. Arthur Lesmereises blessed the 
flag and speakers included Edgar La- 
montagne, president of the Independent 
Shoe Workers’ Organization, Inc., and 
Lieut. Commander John Silva, UW. S. 
Navy. 








CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
7 Advertisements for this page must be in our New York Office on Friday of the week preceding publication ™® 
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Gift Suggestions for 
Uncle Sam’s Nieces 
[CONTINUED FROM PAGE 17] 


mist tabulated the likes and dislikes of 
a thousand women serving in the Army 
and Navy. Sixty gift suggestions were 
given them to check as “Swell,” “Fair” 
or “Out.” Among the merchandise 
suitable for shoe stores, these items 
stood high in the approval of women 
of the Navy and Army, according to 
this survey . . . shoe shine kits; soft- 
soled bedroom slippers; dress hose; reg- 
ulation gloves, handbags and ties; wal- 
lets; identification bracelets; beauty aid 
kits; pen and pencil sets; insignia sta- 
tionery; good white handkerchiefs. 
According to the same report, some 
accessories worn by the WAAC’s may 
be purchased by civilians as gifts for 
Corps members; others, such as jackets, 
caps and utility bags . . . considered as 
distinctive items of the uniform. . . 








may not be purchased by civilians as 
gifts to friends in the WAAC’s except 
under certain conditions. Items that 
may be bought as gifts include shoes, 
hose, gloves and ties. So far, the Navy 
regulations forbid the purchase of any 
part of the standard uniform as a gift. 

Right now the recruiting campaign 
for WAAC’S, WAVES, SPARS and 
MARINES is in full swing. Why not 
give your share of publicity to this im- 
portant war work and at the same time 
increase business in your store on extra 
item sales? More than a month re- 
mains before the second shoe coupon 
becomes valid. Now is the time to 
push sales of items other than shoes. 
Some of these suggested gift items 
must be in--your stock. Now is the 
time to sell them. 


Fire Damages Shoe Factory 


FREDERICKSBURG, VA.— Fire which 
caused $5,000 damage and destroyed 





2,000 pairs of shoes swept through the 
stockroom of the Virginia Shoe Com- 
pany here recently. The blaze was be- 
lieved to have started from a smoulder- 
ing pile of trash. 





Canteen Seeks Dancing 
Shoes for Hostesses 


SAN FRANCISCO—With the opening 
of the new Stage Door Canteen, under 
the guidance of Ina Claire Wallace, an 
appeal has been made to R. B. Dozier, 
shoe rationing chief of the local OPA, 
to liberalize the restrictions for danc- 
ing shoes for the 2500 girls who will 
act as hostesses. Mrs. Wallace in her 
letter to Dozier states that at the Wash- 
ington, D. C., canteen the hostesses in 
six months danced collectively 140,000 
miles, or an average of 100 miles for 
each girl who acts as a partner for 
the armed forces. Present allotments 
of shoes will not stand the strain. 





STOCK RECORD BOOK 


— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 


stock or style 








(or 4 of each, as 












































= Sales Record Slips: Form D 
n Per Pad (100 Slips) $0.25 
( ee a =1¢ FF pu Refund Record Slips: Form E 
: ephan i. * Sis FER Lf Pome ml Per Pad (50 Slips) $0.15 
—— a ys | Customer Record Cards: Form F 
micononn srocx eecons srerd| i 100 (Size 5” x 3”) $1.50 
zs : i LU (500 @ $6.25; 1000 @ $10.00) 
= |. EE . —— 
sien REORDER SS Ceiling price carton tickets, Form G 
em |S _ Sa 1%” x 3%” (gummed top) | gross $0.50 
- = ee a ao! (3000 @ $6.75; 5000 @ $11.25) 1000 $2.50 
ane Shoe Carton Tickets: Form H 
ee 1%’ x 3%”, 1000 $2.25 
~ . Saves onde our 5000 $10.00 
| pay a we SES PROFIT CHARTS — fic. each; an accurate method of 
— * Aguring selling prices. 
. wane Sse All prices are NET. Postage or Express additional 
— “oe pcre? =. Check with order, please, unless C.0.D. Shipment is 
Se tae preferred. 
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Black Cloth binder—11%” x 13%” 


100 Daily Sales and Stock Sheets, (Ferm #100) 
and 1 Comparison Form #105 


2 Inventory Pads (100 sheets) 4106 
2 Buying Order Pads (50 sheets) *107 


(Sample sheets with guide jor use sent on request) 


This handy 


number consists ef: 


$2.50 


2.50 
0.50 
0.50 


preferred) atutinn 
$6.00 























MERCHANTS SERVICE DEPT. - 
209 S. State Street, Chicago, Ill. 
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*“Composition Soles” 
Recipe for War-Time Wear 


[CONTINUED FROM PAGE 43] 


ture, because they are not affected by 
water or dampness, they retain their 
flexibility and unlike leather, do not 
wear faster when wet or, in drying, do 
not tend to affect the shape of the shoe. 
They can be made in weights or thick- 
I impossible to achieve in leather 
soles today under war economy, thus 
allowing more sole between foot and 
pavement. However, it is not this latter 
fact that gives them more wear than 
the ordinary leather sole possible today. 
This fact has been proven through 
actual wear tests in both civilian and 
army footwear. 

Probably one of the hardest jobs you 
as retailers will have to do will be to 
correct misconception that these soles 
are second hand material because of 
the “reclaimed” idea. They are not 
slabs of rubber cut into the shape of 
a sole from sheets of this scrap rubber 
melted down. A lot of time and study 
has been put into making them tough 
and durable—a product that, because it 
was necessary to save sole leather, has 
been developed to meet this need. These 
soles are “composition” in the true 
sense of the word being made up of a 
composition of various materials of 
which reclaimed rubber is a part, the 
whole impregnated with a large per- 
centage of cotton fibre which acts in 
the dual role of a binder as well as 
providing a non-skid feature to the 
sole. 

Edges can and will be finished so 
that even on close examination it will 
be hard to tell them from a regular 
smooth-edged leather sole and for those 
customers who like to hear themselves 
walking, shoes can be finished with a 
full or half leather heel. 

Shoes carrying these soles already are 
and will be promoted under various 
trade names. As was brought out at the 
recent Men’s Shoe Style Committee 
meeting in New York it is better not 
to refer to the soles in promoting these 
shoes as “reclaimed rubber.” This puts 
in the customer’s mind the “second- 
hand” idea, a not very desirable start- 
ing point for a sale. As we said before 
these soles are a composition in the 
true sense of the word and while it is 
not our idea and it shouldn’t be yours, 
te misrepresent these soles for anything 
that they are not, they have too many 
desirable and real promotion possibili- 
ties to start off on the wrong foot in 
your advertising or sales presentation. 

They are nothing that you as a re- 
tailer should have to apologize for but 
rather they give the advantage of some- 
thing new to promote which should be 
a welcome feature during these times. 
They are something made necessary by 
war economy but once you have made 
your customers aware of the good quali- 
ties of this composition sole and elimin- 
ated any misconceptions that he may 
have had, then we believe the soles 
themselves can carry on from there in 
selling themselves to the wearer. 
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AIR-TRED SHOE CORP., Auburn, Me. 
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